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MICROCOSM OF THE AMERICAN 
HOME BRIDGES THREE CENTURIES 
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With continued building construction and 
modernization, it’s vitally important that you 
be ready with lumber and lumber products 
that fully meet today’s exacting demands. 
When you buy from Winton you can be sure 
of surpassing quality, ample quantity and 
dependable variety. The mills supplying 
Winton lumber are modern, up-to-date, with 
finest machines of advanced type, with 





25 Years ago we said: 


“Save the Surface and You Save All” 
TODAY WE KNOW BETTER 


Good Lumber For Over 54 Years 








equipment that makes possible highest 
achievement in quality production. We offer 
the best in Idaho White Pine, Ponderosa 
Pine, Sugar Pine, Western White Spruce, 
Douglas Fir, Western Hemlock, Red Cedar 
Siding and Shingles. We invite lumber 
dealers, millwork plants and industrial buy- 
ers to make full use of our service. Why not 
write Winton about your lumber needs? 


WINTON LUMBER SALES CO, fostay tower, minneapotis 





WE know that ROT and TERMITES work 
UNDERNEATH the surface—and that sur- 
face finish alone will not keep them out. 


WE know that one sure way to give mill- 
work long years of protection is to treat 
it with— 


PAR-TOX WR 


The “WR” means an added water resisting qual- 
ity that gives extra protection against SWELLING, 
SHRINKING and WARPING. 
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WHITE PINE MILLS: 
Winton Lumber Co. 
Gibbs Idaho. 


SPRUCE MILLS: 

The Pas Lumber Co., Ltd. 
The Pas, Manitoba, 

and Reserve, Sask. 


PONDEROSA PINE MILLS: 
Somers Lumber Co., 
Somers, Montana. 


Craig Mountain Lumber Co. 
Winchester, Idaho. 





For Greater Comfort 
Winter and Summer 


Insulate with 


ALL-PURPOSE .. . LOW-COST 


MSUL 


KIMSUL 








Tell your mill you want YOUR supplies treated — 
this way. 


PARTOR 


REPRESENTATIVES: 


F. A. Weaver, 9711 Lamont Ave., Cleveland, Ohio. 
C. B. Gordon, 516 Devonshire Rd., Walkerville, Ont. 
H. W. Ecker, 130! E. Broward, Ft. Lauderdale, Fla. 


REG. US.PAT, OFF 
Established 1872 


IRA PARKER & SONS CO. 


Serving the Sash and 
Door Industry for 75 
vears. 








OSHKOSH, WISCONSIN 


Millions of square feet now in 
use prove its outstanding ability. 
Write for information. 
KiMBERLY-CLARK CORPORATION 


(Building Insulation Division) 
Neenah, Wisconsin 
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Is this the way you show samples? 
















HEY BILL! WHERE DID 
WE PUT THOSE OTHER 
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SHINGLE BOARDS ? 7 


Now a new, space-saving, better 
way to display your line... make 
“Consumer Selling easy...See it at 
the J-M exhibit at your convention 


Show Location 
The Indiana Lumber & Bidrs. Assn. 
Convention Indianapolis, Ind. January 
Northwestern Lumbermen’s Assn. Conv. Minneapolis, Minn. January 
Carolina Lbr. & Bidg. Supply Assn. 


Convention Charlotte, N. C. January 
Middle Atlantic Lumbermen’s Assn. 

Convention Philadel phia, Pa. January 
Mountain States Lumber Dirs. Assn. 

Convention Denver, Colo. January 
Kentucky Lumber & Supply Assn. Conv. Louisville, Ky. January 
Northeastern Retail Lumbermen’s Conv. New York, N. Y. January 
Southwestern Lumbermen’s Assn. Conv. Wichita, Kan. January 
Ohio Assn. of Retail Lumber Dirs. Conv. Columbus, Ohio January 


Date 


7th- 9th 
14th-1 6th 


14th-1 6th 
14th-1 6th 


20th-22nd 
21 st-23rd 
21 st-23rd 
28th-30th 
29th-3 Ist 





Show 


Michigan Retail Lumber Dirs. Conv. 

Lbr. Dirs. Assn. of W. Penna. 

lowa Retail Lumbermen's Assn. Conv. 

W. Va. Lumber & Builders Assn. Conv. 

IMlinois Lumber & Mtl. Dirs. Assn. 
Convention 

Wisconsin Retail Lumbermen’s Assn. 
Convention 

Virginia Bldg. Material Assn. Conv. 

Tennessee Lbr. & Supply Dirs. Assn. 
Convention 

Nebraska Lumber Merchants’ Assn. 
Convention 


Location Date 
Grand Rapids, Mich. February 4th- 6th 
Pittsburgh, Pa. February 5th- 7th 
Des Moines, la. February 5th- 7th 
Bluefield, W. Va. February |Oth-! Ith 
Chicago, Ill. February | Ith-13th 
Milwaukee, Wis. February | 8th-20th 
Richmond, Va. February | 8th-2/Ist 
Nashville, Tenn. February 20th-21I st 


Omaha, Nebraska February 26th-28th 


JMJOHNS-MANVILLE Building Materials 
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This Country of Ours 


A PAGE OR TWO OF OUTLOOK AND OPINION 


N WISHING all our readers a good 
year’s business, and fun in getting 
it—as we do in spite of several for- 

eign megalomaniacs whom we could 
name—this Page sends a special greet- 
ing to the great group of lumbermen 
friends who don’t appear so often in 
the columns of business journals. They 
are the merchants whose plants are 
hardly show places and who do not see 
the local wisdom of lining up battalions 
of spectacular services. 

We like show yards that are efficient 
and that have genuine reasons for be- 
ing; reasons that show up in the net- 
profit column. We believe in special 
services that are in line with local 
needs and that are accepted as good 
by local customers. We are always 
cheered by the sight of well-kept, well 
painted establishments where equip- 
ment makes work count to the full and 
where sales displays add the power of 
silent salesmanship to the efforts of the 
staff. It always seems to us that such 
places tell something about the com- 
munity as well as about the owner. We 
like all these things, where local condi- 
tions justify them. 

But everywhere about the country 
a traveling editor sees good, honest, 
workaday yards where the stock is 
well stored and where the trucks are 
busy; yards that wouldn’t attract an 
artist or send delegations of city club 
women off the deep end. They do 
their work, handle the community 
building and bring in suitable sheaves 
of increment to the owner. Ask a 
wholesaler to name over the dealers 
who have his respect and admiration ; 
and the chances are good that his list 
will include a proper share of those 
whose offices never make the roto- 
gravure section. 

So let’s not make the mistake of 
thinking that all the good merchandis- 
ing has to be done up in a glitter of 
glass and chromium. Other things 
being equal, we’re for the architectur- 
ally attractive yard that makes use of 
modern methods. But other things are 
not always equal. For example; we 
know a wealthy small-town lawyer 


who is a graduate of Harvard Law, 
lives in a beautiful house and has a big 
and lucrative practice. His office is 
substantial and neat but plain as an 
old shoe. He knows what he’s doing. 
Plenty of his clients would be abashed 
by a Hollywood office and would drift 
away from it to less pretentious estab- 
lishments. 

After all, the dealer himself is the 
most important part of his yard equip- 
ment. Whatever reason he may have 
for keeping a plain, workaday plant, 
he knows his community. The less 
ornate places do a big part of the coun- 
try’s lumber merchandising and do it 
well. If we send them a special greet- 
ing it is because, without our planning 
it or intending it that way, they may 
get less than their share in the news 
columns. They do their stuff, and 
they have our respect and admiration. 


* * * 


Budget and Taxes 


HE NATIONAL budget policy 
is something that affects every 
citizen, for upon it hangs the en- 

tire structure of Federal revenue, 
especially taxation of individuals and 
corporations — constituting an  ever- 
widening vista that is only just begin- 
ning to open before us. Hence it is 
highly important to all of us that we 
understand something of the national 
budgetary program, a subject that for 
the average citizen has been enveloped 
in the haze that hangs over huge finan- 
cial operations, especially when we 
view them as something remote from 
our daily lives. But, unfortunately, 
this matter of governmental budgets 
can not much longer be waved aside as 
something for the Treasury officials 
and the big bankers to worry about. 
Nor will demands to “balance the 
budget” suffice. One might ask 
“which budget?” and “how balance 
them?” In practice, we now have two 
Federal budgets, at least one of which 
our children, and their children, will 
have to worry about, for that “budget” 


is just another word for “deficit.” Our 
attention was caught this week by an 
editorial appearing in the New York 
Times, which gives about the most 
concise and understandable analysis of 
the prospective “double budget” sys- 
tem of Federal financing that we have 
read anywhere, for which reason we 
quote it here, as follows: 

“A ‘double budget’ is never desir- 
able when it is reasonably possible to 
balance the budget considered as a 
whole, but under the present extraor- 
dinary circumstances the double budget 
that the Administration is consider- 
ing would be a first and most impor- 
tant step toward a realistic fiscal pol- 
icy, and is to be welcomed as such. 
What is proposed is: (1) Complete 
separation in the budget of expendi- 
tures for rearmament and for the regu- 
lar governmental establishment, the 
latter including ‘normal’ outlays for 
the army and navy as distinguished 
from the present increased defense 
spending ; (2) balancing of the regular 
budget in the next fiscal year by a 
combination of increased taxes and 
economies, and (3) imposition of spe- 
cial defense taxes to amortize all bor- 
rowing for rearmament purposes over 
a definite period of years. 

“Within the framework of this pro- 
gram there is room for wide differ- 
ences of opinion concerning how much 
and which expenditures should be re- 
duced under the ‘regular’ budget and 
the extent to which further taxes are 
possible while still permitting the eco- 
nomic system to function at full capac- 
ity. But to balance the budget except 
for the extraordinary defense expendi- 
tures is now a necessary safeguard to 
give the assurance that the budget 
could be balanced promptly once the 
armament program proved no longer 
necessary. It is proper, also, that 
some taxes, notably the excess profits 
tax recently enacted, should be credit- 
ed toward financing at least a part of 
the defense program itself. The in- 
dications that the administration is 
moving in this direction are highly 
encouraging.” 
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Selling and Farm Dollar 


ETAILERS WHO depend upon 
farm trade tell us the potential 
farm market is large. In every 

section of the country farms need 
houses, fences, feeding equipment, 
stock shelter, storage for crops and 
general-purpose barns. If much corn 
is sealed under the new policy of stor- 
age for longer periods, crib space on 
farms will have to be expanded. 

But the actual market for farm 
building materials is determined of 
course by purchasing power rather 
than by needs. The year-end report 
of the Bureau of Agricultural Econom- 
ics, a fairly complicated document, 
since the over-all picture is made up 
of many factors, shows that farm in- 
come has been increasing in a rather 
marked way. But the offset of in- 
creasing costs of production leaves 
farm purchasing power still rather low. 
Setting the 1910-1914 period at 100 
for purposes of comparison, the De- 
cember report showed farm purchasing 
power in the low 80's. Because of the 
effects of the war and the preparedness 
program, this figure is subject to rapid 
change. 

Naturally the war has had a divided 
effect upon farm prosperity. It has 
caused heavy losses in the exports of 
cotton, tobacco, wheat and fruits. The 
Jureau does not expect much if any 
increase in exports for years to come, 
even should the war end quickly. But 
in certain lines this loss of foreign mar- 
kets has been compensated for by in- 
creased demand at home. Both wheat 
and cotton prices have advanced, due 
in part to public loans that took the 
surplus off the market. Cotton mills 
have been buying heavily. Wool is in 
good demand, because of military 
needs. The supply of hogs is below 
normal, and prices for some months 
are rather certain to be good. Fats 
and oils, especially lard, ran six hun- 
dred million pounds above the 1939 
production. Dairy production is high, 
and consumer demand is improving. 

This does not add up to any too defi- 
nite a picture of building material sales 
on farms. <A period of war nearly 
always issues in a larger demand for 
farm produce, and the Department of 
Agriculture is already urging a larger 
production of pork. Much naturally 
depends upon the trend of prices, both 
of what the farmer sells and of what 
he buys. It is reasonably clear that 
farm income will rise. Taking a leaf 
from a competitor’s book, it may be 
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said that farm sales will turn in part 
on active salesmanship. The farm- 
machinery salesman is a familiar figure 
on the American farm. Taking what 
is left of buying power when he has 
finished is not so good for the lumber- 
man. Neither is it so good for the 
farmer. 
“*e «@ 


Reled by God, Not Tyrants 


HURCH ATTENDANCE is on 

the increase; a cheering note in 

a year that opens under a cloud 
of anxiety. Don’t misunderstand us 
when we say that church attendance is 
good for business. It is not a promo- 
tion technique, like advertising or 
trade analysis. It is good for business 
because it is good for people. 

No other institution so old has held 
so steadily to foundation principles. 
Through every disillusionment it has 
maintained a high opinion of human 
values. During the past twenty cen- 
turies, governments more often than 
not have been oppressive and contemp- 





IDEAS WORTH CASH 


At a luncheon on Dec. 28 in honor of 
38 plant employees who made the best 
suggestions during 1940, Vice President 
W. G. Marshall, of the Westinghouse 
Electric & Manufacturing Co., Pittsburgh, 
estimated that the ideas submitted by 
employees during the thirty years the 
cash award system has been in effect 
have saved the company not less than 
$800,000. In addition, many thousands 
of dollars have been saved and incal- 
culable misfortune averted by the many 
safety and welfare suggestions made by 
employees. Of a total of 81,000 sugges- 
tions, 24,300, or thirty percent, have been 
accepted, the company official stated. 

Is there not an idea here for other 
companies, large and small? The em- 
ployee is close to the job and sees many 
things that might escape the attention of 
the higher-ups. It is wisdom to encourage 
the co-operation of the workers. 





tuous of the ordinary man; and uni- 
versities have been constant in few 
things except turning a cold eye upon 
those without special gifts. But the 
church has upheld the Great Tradition 
that human life has dignity and value 
because it is human life; that men have 
the spiritual capacity to reach higher 
and kindlier levels. 

With reasonable co-operation on the 
part of the attendant, church going can 
be a lifting and creative adventure. 
There is not much sanctimonious jar- 
gon remaining in American pulpits. 
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Clergymen often interpret world 
events from a religious point of view ; 
a service they of all men are best able 
to render. Often they make simple, 
lifting, uncompromising statements of 
principles and practices that can be 
carried into the six days of labor. 
Church going is no escape into a 
world of make-believe. On the con- 
trary it can be an escape from a world 
of make-believe ; a world that does not 
stand up in the clutch. “Men must be 
governed by God,” William Penn once 
said, “or they will be ruled by tyrants.” 
In these days only free peoples are 
maintaining free churches. 


* KF 


Ausiding “Ghest” Towns 
HE CHAMBER of Commerce of 
the United States commends the 
efforts of the government to 
avoid creating ghost towns in the 
course of its defense efforts. Doubt- 
less with the best of farsighted plan- 
ning it’s going to be necessary to house 
some workers in places that have no 
future after the emergency is over. In 
some places of this kind the authorities 
are building houses that can be taken 
down and moved at small cost. If we 
have drifting populations, why not 
drifting houses ? 

We'd need to have more exact costs 
and specifications than are at hand 
to reach any practical conclusion about 
the proposal ; but the basic idea has its 
points. A ghost town, which after all 
is one that has given up the ghost, is a 
depressing spectacle. 

Some years ago, when the motor car 
was burgeoning into a world-wonder, 
the prediction was freely made that 
most small towns were due to become 
deserted villages. That prediction in 
the main was a dud. A village in a 
reasonably stable and productive area 
has every chance to survive; at least 
with a little vigor of local promotion. 
If it’s been supporting a bank, a lum- 
ber yard and half a dozen stores these 
past dozen years, it is fairly sure of a 
useful future. 

But we don’t want the new breed of 
“preparedness ghost towns,” big or 
little. Reasonable planning right now 
can put much of the preparedness in- 
dustry in places that can have a future 
when the world sickness is over. If 
plants must be put in remote places, 
it’s just as well to make the houses re- 
movable without too much cost. The 
industry has a, reasonable amount of 
information on such construction. 
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Making Employees of Your 
Yard Sales-minded 


American fiumberman 


HEADACHE NO. 2—From a Pennsylvania Retailer 


My biggest headache is to get the members of our organization to sell. One mem- 
ber of the organization, a truck driver and yardman, has been working here about 20 
years. The other members are comparatively new, a woman bookkeeper, less than 
a year; and a very good yard man, truck driver, shop mechanic, four years. The 
first mentioned is old; the other two are young. I would like to get them all so 


minded as to sell for the company—not just work for it. 


I BELIEVE I have an aspirin for 
Headache No. 2. I took over this 
yard as manager in May, 1940, and 
had six employees who were not doing 
much selling. I picked out the most 
likely salesman of the group, to start 
with, and had him accompany me 
when I called on a prospect, or was 
in search of prospects; had him ob- 
serve my approach, etc., and occasion- 
ally enter into the conversation, if the 
opportunity arose. After I had taken 
him out several times, I repeated the 
procedure with the next man, until all 
had gone with me several times. On 
these trips I tried to drive home the 
fact that getting business was what 
created jobs for them in our yard, and 
the possibility of advances in jobs or 
wages to the employees who put the 
most effort into their jobs. This I call 
step one: To show them how, and ex- 
plain why. 

Next I started a contest among the 
employees. As it happened to be the 
paint season I offered a prize to the 
one selling the most paint. At the end 
of this period, which in this case was 
sixty days, I gave a dinner and pre- 
sented the prize to the winner, also a 
token of appreciation to each of the 
rest of the employees. Did it work? 
Our paint sales increased 71 percent 
in 1940 over the same period at this 
yard in 1939, and the expense of the 
contest was under $10. Contests can 
be held at different times during the 
year. The big point is to compliment 
the employees on a particularly nice 
selling job, and continually assure 
them that their work is being fully 
appreciated. 

Through these various methods our 
men are beginning to be more observ- 
ing after working hours, and keep me 
informed on the least sign of prospec- 
tive business. We are working as a 
complete unit. The men don’t “just 
work here.” 

When a truck driver delivers an 


order into the country he always calls 
on at least one farmer on the way 
back. Over 20 percent of these calls 
result in live prospects. I think my 
system is a sure thing. Don’t you? 
—C. E. CHEEK, manager Wilbur 
Lumber Co., Schneider, Ind. 





TO THE PENNSYLVANIA re- 
tailer submitting Headache No. 2, on 
how to get yard and office employees 
to make more sales: 

Let me suggest that you call a meet- 
ing of all those who work for you. 
Bring out the point that you are their 
friend, and that they work with you 
and not for you; that all are links in 
a chain, and are working for a com- 
mon cause. 

Lay your problem before them. You 
have your money invested in this busi- 
ness, and with your fine personnel 
working for you, it is nothing but right 
that you should realize from it. Here 
is the plan: 

Figure last year’s business on a 
chart, showing the volume sold each 
month. Set up another chart showing 
how much you would like to do next 
month. Inform your employees that 
they will be entitled to 5 percent bonus 
of their salary for hitting the quota. 

Impress your employees that it is 
strictly up to them. Give them some 
good ideas on selling. Once I heard 
a lady ask a young man if he always 
had that pleasant smile. He replied, 
“Mrs. Brown, it takes 26 facial mus- 
cles to frown, and only 13 to smile.” 
That lady will continue to trade with 
that young man. Put your employees 
to work cultivating a smile, which is 
the first step in winning the customer’s 
confidence. This is half the battle in 
making a sale. Everyone likes to trade 
where he is made to feel that he is an 
important personage. 

Next is the telephone and its use. 
Is your voice pleasant always? An- 
swer promptly. These factors contrib- 
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ute to telephone personality. 

Be very careful with your figuring. 
An error either way may impair what 
you are trying so hard to build up, 
and that is confidence. 

Another important item in selling is 
additional sales. If you sell only ten 
cents’ worth more to each customer it 
means a nice increase in volume. A 
keg of nails or a spool of wire more 
makes those quotas look easy. Get 
your helpers away from that dead end- 
ing, “Is there anything else?” Sug- 
gestive selling and combination selling 
work hand in hand. By combination 
selling, I mean if a man buys paint, 
suggest your good brushes. For every 
item a person buys you should have its 
first cousin at the tip of your tongue. 

After the first month under this plan 
is over, have a short meeting. Long 
meetings will soon destroy the good 
will you have built up. At this time, 
ask for any new problems that have 
come up. Let the rest of the group 
share in the discussion. Always let 
them know how the quota is coming 
along. Keep them pepped up. 

If you will follow this plan, I am 
sure it will bring results. This system 
is not a new one. I managed a chain 
store grocery for six years and never 
missed a single quota in that time. I 
am now in the lumber business, with 
the hope that my ideas of selling and 
treating the public as I think it should 
be treated will go over—Tom SHEa- 
HAN, Interstate Lumber Co., Danville, 
Ill. 





HERE IS AN “ASPIRIN” that 
should do a lot toward soothing this 
Headache No. 2. 

First, if I did not already know, I 
would find out, how each employee 
liked his work, I would learn of his 
living conditions, and what ‘each one 
hoped to accomplish in his life’s work. 

It is also important to know how 

(Continued on Page 44) 












Above and 
right: Front 
views showing 
similarity be- 
tween the new 
Newman yard, 
Cuero, Tex. 
and the A. L. 
prizewinner at 
Maryville, Mo. 
Below: Floor 
plan of J. T. 
Newman & 
Sons yard, 

Cuero, Tex. 


Duplicating in many respects the 
yard which won first prize in an 
AMERICAN LUMBERMAN contest to 
find the best and most convenient yard 
built or remodeled in 1939, J. T. New- 
man & Sons, Cuero, Tex. has con- 
structed new facilities to house its re- 
tail business in that city. 

The new yard has been classed as 
“one of the most modern, convenient 
and beautiful ‘lumber homes’ in the 
South.” Its exterior view is nearly 
identical with that of the Maryville 
(Mo.) Lumber Co. yard which re- 
ceived considerable publicity in the 
January 27, 1940 issue of the AMERI- 
CAN LUMBERMAN as the contest prize 
winner. However Mr. Newman in- 
troduced a number of changes in the 
office arrangement which he believes 
causes his plant to reach a zenith of 
perfection for attractiveness, conveni- 
ence and efficiency. 

It will be noted from the floor plan 
that the manager’s office in the Cuero 
yard is located to permit his constant 
contact with the yard and _ office 
staff. A wide concrete drive extends 
the entire length of the building be- 
tween enclosed storage sheds which 
accommodate 150,000 feet of lumber. 
The sales room measures 20x24 feet 











and its walls and those of the business 
office and architect’s office are finished 
in commercial wallboard. The wall 
finish of Manager Newman’s office is 
knotty pine and the office furniture and 
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deep pile carpet are of modern design. 
All offices are equipped with fluor- 
escent lighting. Sliding partitions will 
allow the enlargement of the display 
room on the far side of the drive. 

An open house celebration in honor 
of the yard opening proved to be a gala 
occasion. The Newman organization 
was host to more than 3000 persons 
who drove in from many sections of 
the surrounding country to view the 
new facilities. Pencils, yardsticks and 
refreshments were given to all comers 
and gifts such as saws, paint, wall- 
paper, etc. were awarded to heads 
of families who held numbers du- 
plicating those selected by lot in a 
drawing. Widespread interest has 
been demonstrated in the new yard and 
visitors continue to arrive each day to 
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inspect the modern facilities for home 
building service. 

Credit for the attraction of a splen- 
did crowd should go partially to an ex- 
tensive advertising program carried on 
by the organization prior to the yard’s 
opening. An entire section of a 


Wednesday’s County edition of the 
Cuero Record was purchased by Mr. 
Newman to carry the announcement of 


that carpenters prefer to have the lum- 
ber company take the building contract 
and thus allow them to collect a pay 
check from the yard each Saturday. 

J. T. Newman has been a civic 
leader in Cuero for some time. Dur- 
ing his four consecutive terms as 
Mayor of that community he _ has 
gained for himself an enviable record 
as an able administrator. A memorial 
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Many Barrett Roofs have have stood the test of weather and time for more than 50 years 
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The People of Cuero 


\ Specify Barrett on Your Next Building Job and Put ah End to Your Roofing Worries 

















the opening. Another full page ad- 
vertisement for the yard appeared in 
a later issue. 

Much of the Newman promotional 
work is devoted to that company’s 
“package home” service. According to 
the president, every need of the home- 
builder can be met by his company. 
It even stocks and supplies linoleum 
and window shades for new and old 
homes. Naturally the Newman yard 
is prepared to help solve the home- 
builder’s problem of planning, con- 
tracting, materials and financing. The 
new offices provide space for a draft- 
ing room, as shown in the floor plan. 
Experience has taught Mr. Newman 








Above: Reduced 
reproduction of 
some pages in the 
full sized J. T. 
Newman & Sons 
section of a Cuero, 
Tex. paper. The 
first page of the 
section (top, left) 
was treated in an 
editorial fashion 
and carried pic- 
tures of Mr. New- 
man and his sons. 
Right: Interior 
view of Newman 
display room 


park with complete recreational facili- 
ties, a modernized city hall, a system 
of modern sewers and water lines have 
all been completed during his adminis- 
tration. He has led a struggle that re- 
sulted in municipal ownership of util- 
ity facilities and a consequent 25 per- 
cent reduction of local power rates 
which will go into effect soon. 

Newman’s first venture into the 
lumber business came in 1924 when he 
opened a small yard in an old black- 
smith shop. His enterprise met with 
tremendous success and was soon sold 
at a handsome profit to a retail chain 
which installed him as manager of their 
Cuero yard. Sales at this yard were 
trebled and he remained in the position 
until May, 1940 when he announced 
plans for the establishment of his own 
business. 

It is evident that Mr. Newman had 
the future of his two sons in mind 
when he entered upon his new venture 
and named the business J. T. Newman 
& Sons. One boy, J. T., Jr. is an un- 
dergraduate at Texas A. & M. College 
and the other, David C. attends the 
local high school. 

Temporary quarters were set up last 
May and plans for the new building 
were completed and developed. Even 
in temporary quarters the firm enjoyed 
a capacity volume of business. 
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YARD MODERNIZATION TRENDS 


For the better part of the past dec- 
ade, the modernization of retail lumber 
yards which began on a small scale 
about twenty years ago, has been pro- 
ceeding at an ever accelerating tempo. 
The change that is taking place so rap- 
idly, and perhaps has not yet reached 
peak activity, is not so much a radical 
transformation as it is an adaptation 
of distinctive lumber yard design to 
the needs of package selling and 
streamline merchandising. Re-styling 
generally retains the identifying archi- 
tectural forms that characterize the 
business, 

The present revolution in lumber 
yard styling is not the first the indus- 
try has undergone. In the beginning, 
lumber yards were precisely what the 
term implies—yards. As the price of 
lumber increased, and loss of stock 
through exposure to the weather be- 
came a mounting item of cost, ele- 
mentary sheds were provided for the 
better grades. The coming of the first 
grading rules in the nineties expedited 
the construction of sheds to take care 
of the better grades. ‘rom experience 
in storing the better grades it was 
found profitable to stock all grades in 
sheds. The development of sheds 
is a story in itself, but from the time 
they first made their appearance, to 
and including the present, they have 
been dominant structural features of 
retail lumber yards. One or more stor- 
age sheds, minimum office space, and 
sometimes a mill, served all of the lum- 
ber dealer’s plant needs for years. 

In 1913 the AMERICAN LUMBER- 
MAN began a “community develop- 
ment” campaign in which it urged 
dealers to take the lead in improving 
housing and lifting the face of Main 





LUMBER 





COMPANY 


Street. Dealers were urged to set an 
example by modernizing their own 
plants, thus demonstrating what could 
be done to other buildings, and putting 
their ideologies into practice before 
they began preaching. The idea took 
hold, and made some headway, but the 
war interfered. In the twenties deal- 
ers began to be real factors in commu- 
nity building development, and got a 
start in their bid for recognition as 
community building headquarters. 


It has been said that the great revo- 
lution of the twenties in American 
merchandising practice caught the re- 
tail lumbermen asleep at the switch. 
This writer challenges that statement, 
and maintains that the only thing that 





brought the industry through the 
dipsy-doodle days and the subsequent 
depression with a relatively amazingly 
low buciness mortality rate, and 
placed it in position to capitalize on 
the opportunities of the late thirties, 
was reluctance to change basic policy 
until the direction of the change should 
be clearly defined. The ultimate func- 








tion of the lumber dealer was perhaps 
becoming reasonably clear before the 
depression, but the means for realizing 
that function quickly were not clear. 
With the beginning of some measure 
of recovery, and the reforms that re- 
covery brought with it, ways and 
means appeared 

There followed a quick, drastic 
surge to aggressive selling of complete 
homes, and all of the materials used 
to build them. With that surge, came 
a whole host of problems. One of the 
most important and most difficult of 
these, perhaps second only to the prob- 
lem of training personnel, is the kind 
of plant to provide to meet the de- 
mands of the changed and changing 





Design of this 
lumber yard 
office located in 
residential dis- 
trict harmonizes 
with homes near it 





character of the business. There is no 
common answer to this problem, but 
there are certain considerations which 
if properly weighed, can lead to an ef- 
ficient functional structure. 

The first of these is how the loca- 
tion of the business lends itself to at- 
tracting customers to the yard, with 
or without newspaper or direct mail 
advertising. If the location is on a 
street with heavy pedestrian and vehi- 
cle traffic, displays designed to impress 
people or stop them should be consid- 
ered. The exterior of the building 
itself, combining utility and beauty, 
and enhanced by well kept grounds, 
can be made the most effective atten- 
tion-getter, and in some cases is con- 
sidered good enough to warrant elimi- 
nation of display windows. Basic 
design depends on whether the plant 
is situated in a business area or a resi- 





Example of display windows with wide 


and deep bulkheads 
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If in the former, it 
should look like a store, and be at least 
as attractive as any store near it. If 
in the latter, it can and properly should 
be designed so that it offers no jarring 
contrast in the community. In such 
cases, the office and display building 
can appropriately simulate a modern 
residence with variations to give it 
commercial utility. 

With treatment and style deter- 
mined, perhaps the next major consid- 
eration is display windows. These fall 
into two general classes: those with 
bulkheads deep enough to permit stag- 
ing elaborate displays, and those with 
no bulkheads or very shallow ones de- 
signed to reveal the entire room to 
passers-by. 

Before adopting a bulkhead window 
for feature displays, the problem of 
maintaining such displays should be 
considered carefully. In the first place, 
displays cost money which must be 
earned back in the form of sales in- 
duced by them. If they are to do that, 
they must be conceived carefully, and 
changed at least seasonally, and per- 
haps oftener. Whether or not they 
are going to be required to pay for 
themselves in traceable sales, they re- 
quire work and thought, and consid- 
erable inventive genius and natural 
showmanship. There is nothing more 
distracting than a poorly kept or dirty 
display window. 

The safest display window for most 
dealers is one with no bulkhead or 
with a narrow one which permits oc- 
casional seasonal or holiday dressing. 
Such a window when not dressed can 
be made to function in one of two 
ways. First, stock, items of equip- 
ment or portable built-up displays can 
be arranged so as to provide a focal 
point of interest visible through the 


dential district. 





Example of attractive store with shallow 


display bulkheads 





window. Here, change is not neces- 
sary, since the arrangement is for dis- 
play only in a secondary sense, and is 
set up primarily as a functional part 
of the actual selling process inside the 
store. Another use for such windows 
is to make no attempt to create focal 
points of interest on the floor, but to 
afford a broad view of the whole inte- 
rior with the purpose of impressing 
passers-by with the idea that whatever 
they might require in the way of build- 
ing materials or accessories will likely 
be obtainable. 

The size of the display room is, of 
course, determined by the amount and 
variety of materials to be displayed. 
These factors are determined by the 
amount of small cash sales to be set as 
a quota, and by the number of small, 
inexpensive items and leader items to 
be pushed. If no quota for small cash 
sales is to be set, and the basic reason 
for carrying such items is to provide a 
means for establishing new contacts 
from whom to develop a prospect list 
for roofing, painting, remodeling and 
new homes, small inventories can be 





Modernistic de- 
sign _ preserving 
traditional lum- 
ber yard pattern 





carried, and the costs involved, if any, 
charged off to sales promotion. Dis- 
play and the space devoted to it should 
never be an effort at decoration. It 
should be based on a sales policy, de- 
termined as accurately as possible be- 
forehand. 

The sales counter, cashier or book- 
keeper and order clerks should be 
placed in such a manner that custom- 
ers doing business at the counter can 
hardly avoid noticing some or all of the 
displays. If the entrance is at the cen- 
ter front, generally the best place for 
the counter is at the rear of the store, 
and at one side. Position of the en- 
trance, and size and ratio of dimen- 
sions of the room determine the most 
advantageous location of the counter 
with respect to displays. 

Allocation of the remaining space is 
determined by the need for a drafting 
room, a contractors’ room, private of- 
fices, salesmen’s meeting room, room 
for closing package sales, built-in dis- 
plays, all to be weighed carefully to 
meet the specific needs of the individ- 
ual yard. 

The trend, as this writer has ob- 
served it, is to re-style only when such 
re-styling is reasonably certain to pay 
its way. There is no longer any doubt 
that re-styling for streamline merchan- 
dising does pay its way. Just how re- 
styling pays is a matter, as indicated 
heretofore, for the individual operator 
to decide for himself. In every case 
we know of thus far, where a dealer 
has had one or two years experience 
in a remodeled plant, and has made an 
attempt to estimate the amount of in- 
creased business as a result, the ex- 
pense has been more than justified. If 
mistakes are being made they are be- 
ing made on the cautious side. There 
is little if any over-modernization. The 
most costly mistakes we have seen are 
with windows. In a few cases they 
permit no display of any kind. In 


(Continued on Page 45) 
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HIS IS a kind of yard not often 
written up; although if you look 
you can find plenty like it. 

Well, not exactly like it. Cross- 
roads lumber yards are less standard- 
ized than are those in bigger places. 
The big-town plant follows a fairly well 
defined pattern; because fairly definite 
things are expected of it. But the 
wide-place-in-the-road dealer makes 
his own pattern; makes it first of all 
to fit his own abilities. Country yards 
don’t have so many things in common, 
not even size. But either by accident 
or design they do quite frequently 
annoy the hek out of neighboring com- 
petitors in bigger places. 


When a City Buyer Comes 
Seeking a Bargain? 


Such a yard is started to deal with 
farm trade. But, if it survives infancy, 
it will be approached, sooner or later, 
by a city prospect. The prospect al- 
ways wants low prices; not Service 
with an urban capital S. 

Now if you were running the place 
and such a crisis overtook you, we 
wonder how you’d behave. We hope 





The prize-winning yard in AMER- 
ICAN LUMBERMAN competition, 
the Maryville Lumber Co., Maryville, 
Mo., done up in holiday decorations 





you'd do some fast and accurate figur- 
ing of costs; for something tells us 
you might be home when the city pros- 
pect called at your yard. 

Country competition isn’t always dis- 
astrous to the big-town dealer, but it 
can be troublesome. Of course, if the 
country yard sells a lot of houses in 
the city, it makes a dent in the city 
market. But if it sells only one house, 


the buyer is sure to talk about his low 
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REALM OF THE 
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prices. If he didn’t think they were 
low, he wouldn’t buy; and Which of 
us does not brag about a bargain? 
Then the big yard’s customers, all of 
whom need and most of whom want 
city service, will come in to it with 
harsh questions about how much and 
why. The city merchant can explain 
that his prices may be a little higher, 
because of necessary service and larger 
investment and heavier taxes and all 
the other things that he and you know 
about. He can say that what he of- 


at: 








iers is well worth the price; and every 
now and then he can get himself be- 
lieved by prospective buyers. 

The cross-roads dealers, however, 
have their own stories; and here is one 
in rapid outline. 

The yard is in Pumpkin Center, Mo. 
That’s a real town and not a made-up 
name. It’s too small to appear on 
road maps, and it isn’t in our copy of 
the Red Book. Its population is prob- 
ably less than a hundred people; and 
the lumber yard and hardware store 
belonging to Ben Andrews make up 
about ninety percent of the business 
district of Pumpkin Center. 





A Red Devil paint shaker in the main 
alley is an important device in the 
merchandising of Maryville Lumber 
Co., says J. O. Miller, manager, who 
appears in this photograph 


The Factors in This 
Small Yard’s Success 

There’s a reason other than novelty 
for printing this account. Those who 
should know, including wholesalers, 
tell us that Mr. Andrews’ success 
turns upon factors useful anywhere. 
We'll mention two or three. 

The first is location. The yard is 
on a paved Federal highway, in an 
excellent farming country. Custom- 
ers reach it easily. Most of them 
drive through the village frequently. 





The second is Mr. Andrews’ energy 
and gifts as a salesman. MHe’s a 
friendly person. Mrs. Andrews is the 
bookkeeper and office assistant; and 
the two know everybody for miles 
around. During our call, many peo- 
ple, men and women, dropped in; 
some to buy, some to talk. The sell- 
ing factor involved is obvious. If a 
farmer within fifteen miles mentions 
casually to a neighbor that he guesses 
he’ll have to do something about that 
roof, within a day or two some ama- 
teur scout will tell Mr. Andrews 
about it. 

On his desk is a card file of pros- 
pects; although he knows the file by 
heart, anyway. The highways that 
make it easy for customers to reach 
Pumpkin Center, make it easy for Mr. 
Andrews to reach their farms. He does 
much selling away from the yard. 

It seems he’s a good collector ; some- 
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isn’t there any more. Above Mr. An- 
drews’ desk is a large sign informing 
all comers that there is a seven per- 
cent interest charge from date of pur- 
chase on all accounts after thirty days. 
The sign isn’t important. The fact 
that the Chief makes it mean what it 
says, is important. 


Lines Are Expanded to 
Meet Customers’ Special Needs 


A third reason for getting ahead, one 
important anywhere but that can be 
especially good if handled carefully in 
a country yard, is the expansion of 
stock lines to fit the special needs of 
the customers. These collateral lines, 
we’re told, carry themselves and yield 
a reasonable profit. Taken together, 
they are a magnet which draws the 
farmer when he wants something right 
now; from a file or a pair of over- 
alls to a drive shaft for a corn binder. 
Mr. Andrews says with a smile that 
he carries about everything except 
groceries. This country-store business 
causes no local hard feelings, for the 
good reason that there are no other 
stores in the village. 

The sales room is crowded with 





twine, power belt- 

ing, building and household hardware, 
harness, paint, linoleum and so on 
through a long country-store list. 
In addition, Mr. Andrews handles 
farm machinery; everything except 
tractors. He will get a tractor for a 
customer on a cash deal; but he has 
no yearning to trade a new tractor for 
an old one, plus a horse, a couple of 
hogs and a stack of hay. He handles 
parts for tractors and for all other 
kinds of farm machinery; has an im- 
pressive parts department and draws 
a suitable profit from it. 


Keeps Men Busy Building 
Portables in Off Season 


Because they add to sales and keep 
the men busy in off-seasons, the yard 
deals extensively in building and sell- 
ing farm portables, hayracks and 
wagon boxes; sells some twenty-five 
hayracks a year. When the Realm 
called, the shop was finishing the pan- 
els for a two-tractor garage, contracted 
for by the township. The frames were 
built to fit exactly for quick assembly 
on location; would be covered by cor- 
rugated iron. This iron is an impor- 
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thing that comes near the top of any —_ goods; stoves and 
| dealer’s bright lexicon of success. stove pipe, a line 
Ly We've heard, these last few days, of of men’s work 
ho a manager who took over a big yard clothes, hand tools 
Ss, and in four months put $25,000 on the for farmers and 
SS books without collecting a cent. He mechanics, binder 


This alley display is part of the active 
merchandising of new lines that en- 
abled Maryville Lumber Co. to make 
profitable use of its central location 





tant sales item in rural Missouri. 
These special articles built in the shop 
help keep four or five men busy the 
year around. By knowing the market, 
Mr. Andrews can anticipate sales; al- 
ways builds enough of these standard 
articles, seldom too many. 

There’s nothing especially acciden- 
tal about the yard and its business. 
Trade turns upon location, knowledge 
of the customers and energetic sales- 
manship. We hope Mr. Andrews is 
equally good at figuring costs on any 
house bills that stray in from neigh- 
boring big towns. 

This matter of location brings us to 
another call. 


Prize Yard Justifies Location 
by Adding “Shopping” Items 


You'll remember that about a year 
ago the Maryville Lumber Co., Mary- 
ville, Mo., won the AMERICAN LuM- 
BERMAN’S nationwide contest for good 
yard plants. [An illustrated story 
about it appeared in the issue of Jan. 
27, 1940.] It had plenty of competi- 
tion and took the number-one place. 
Maryville is a county-seat town of 
some 6,000 people; a buying center for 
a big area. 

This yard is located on the east side 
of the courthouse square; practically 
top location for retail stores of any 
kind. It is flanked on both sides by 
the usual county-town stores. 

“A few years ago,” said Manager 








Front of the warehouse of Fullerton 
Lumber Co., Maryville, Mo., is used 
for display of roofing and sidewall 
covering 


J. O. Miller, “this location was too 
expensive for a lumber yard. Since 
that time the land has increased in 
value; but it’s not too expensive now 
to justify keeping the yard where it is. 

“That’s easily explained. Some 
years back we handled only the gen- 
eral run of building materials, and we 
could have sold practically as much on 
a less expensive location on the edge 
of town or even down a back alley. 
Now we handle paint and other col- 
lateral lines sold to the shopping trade; 
and to do this successfully we have to 
be where the shoppers want to shop. 
This applies to farmers as well as to 
townspeople. Farmers drive into 
Maryville and park near us to do their 
usual buying. If they wanted paint, 
and if we were a mile away, you know 
what would happen. It wouldn't oc- 
cur to them to hunt us up on a distant 
location. But we’re right here, among 
the other stores they visit; so we get 
the paint sale. 

“These collateral lines, plus location, 
help to make lumber sales. In any 
event our balances show that the added 
lines, plus location and active merchan- 
dising, make this relatively expensive 
site a good investment for a lumber 
vard. The right location may not al- 
ways be on the courthouse square, 
among groceries and drygoods stores; 
but the new merchandising of building 
materials does make a right location an 
important consideration.” 

Maryville Lumber Co. is part of 
Adair Lumber Co., of Kansas City. 

The Fullerton Lumber Co., of Mary- 
ville, looks to another big town. Its 





Wagon boxes, gates, portables and 

the like are made in off-seasons at 

Ben Andrews lumber and hardware 
plant, Pumpkin Center, Mo. 











Ben Andrews, of Pumpkin Center, 
Mo., builds up sales volume by know- 
ing customers’ needs and meeting 

them . 


head offices are in Minneapolis. J. H. 
Knox, the Maryville manager, tells us 
that crops have come back and _ that 
trade is good. This vard, also located 
within reach of the shopper, makes use 
of the front of the warehouse for the 
silent salesmanship of roofing and side- 
wall covering: a piece of advertising 
that Mr. Knox says has definitely in- 
creased sales in these lines. 


Yard Builds Itself Up by 
Good Merchandising 


Here’s another good yard in a town 
not so big. Stanberry, Mo., numbers 
just over 2,000 people. The S. B. 
Sweat Lumber Yard through merchan- 
dising—and it has been good merchan- 
dising, involving years of experiment 
and study—has built itself up to an 
impressive rating 
as a retailer. 

Mr. Sweat tells 
us a story we've 
been hearing in 
other places. Dur- 
ing the dry years, 
which seem hap- 
pily to have come 
to an end, the in- 
surance compan- 
ies became un- 
willing owners of 
farms. They want 
to sell these 
farms; and they 
take the smart 
course of first fix- 
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ing them up. The insurance people, 
Mr. Sweat says, have been impor- 
tant customers. He told us with 
a smile that one farmer turned him 
down on a paint sale; saying that if 
he painted up, the neighbors would 
think an insurance company owned the 
farm! Not the real reason, of course, 
but a side comment upon the import- 
ance of the companies as customers of 
the retail lumber merchant. 

In the early years of their farm own- 
ership, the companies thought it would 
be smart to get hard-boiled about 
prices. Their men didn’t know too 
much about building or materials; so 
they got some low prices; got what 
they paid for but nothing more. Ex- 
perience has changed this policy. 
They're still careful, but they pay 
prices that will get them serviceable 
materials. They've learned what all 
good customers learned long ago. Too 
bad, for their own interests, that all 
customers are not yet good customers. 





HEADACHE CURE 


(Continued from page 37) 
each one feels toward having more re- 
sponsibility placed upon him. 

I would try to get near to each 
man's picture of life; then assemble 
my information accordingly. 

I would lay plans for a series of 
sales meetings—planning so that as 
representatives of companies we pur- 
chase merchandise from called, they 
could give the employees the informa- 
tion needed to carry on with the cus- 
tomer or prospect and impart an intel- 
ligent understanding of the products. 

After this series of sales meetings 
had been held I would choose my 
heads for the different departments 
and make them responsible for same. 

I would further compensate each 
employee by establishing a commission 
scale of one percent for all sales made 
in the yard and two percent for all 
sales made out of the yard or brought 
into the office. This would do much 
to keep the employees sales-minded, 
and to make them want to learn more 
about the products they sell. Each 
week we would have a sales meeting at 
which time we could check up the sales 
made and see where we were weak, 
what we could have sold in related 
lines, in short, just how we could have 
done a better job of selling—C. D. 
WittrAMs, North Missouri Lumber 
Co., Trenton, Mo. 
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Miniatures Trace Trend from Pilgrim Home to Penthouse 


Of real significance to progressive 
building circles is a remarkable exhibit 
of miniature American rooms, perfect 
in every detail, now on view at the Art 
Institute of Chicago. The rooms are 
the creations of Mrs. James Ward 
Thorne, who has gained a wide reputa- 
tion for her work in miniature. 

This new group by Mrs. Thorne is 
composed of 37 units, 1/12 actual size, 
which have never before been on dis- 
play. They are designed to give an un- 
usually complete survey of the devel- 
opment of interior design in this coun- 
try from the 17th century to the pres- 
ent. Twenty-four are reproductions of 
interiors which figured prominently in 
the history of various periods of the 
United States, while thirteen combine 
various elements of actual houses to 
express the spirit of a given era. 

Pictured on the front cover is Mrs. 
Thorne’s reproduction of the entrance 
hall of Carter’s Grove, James City 
County, Va. This great plantation 
mansion was built for Carter Burwell 
in 1751 and its outstanding qualities 
of spaciousness and gracious dignity 
are typical of the Georgian style that 
was so popular in the East at that 
time. The Carter House, which is 
standing today, was a center of social 
activity in the period of stage coaches, 
cavaliers and lovely ladies bedecked in 
frills of lace and rich damasks. The 
superb paneling in the entrance hall is 
of native long leaf yellow pine and the 
great staircase is famous in the history 
and architecture of Virginia. 

Particularly noticeable to the un- 
trained but interested observer of the 


Thorne exhibit is the fact that many 
designs created a century or more ago 
are decidedly in harmony with pres- 
ent-day conceptions of good taste in 
home interiors, while other compara- 
tively more recent creations are 
already hopelessly outmoded. Beauty 
that came with simplicity of design 
seemed to be the most lasting kind. 
Mrs. Thorne has succeeded in cor- 
relating and summarizing the discover- 
ies and experience of designers during 
several centuries, and has made the 
sum of this knowledge available in a 
compact form that may well mark a 








path for progress in future interior 
design. 

Progressive lumber dealers are com- 
ing to realize the value of a working 
knowledge of interior design, and for 





this reason the Thorne exhibit is being 
recommended as a source of material 
that might well provide a liberal edu- 
cation in this field. While there is no 
need for a lumber dealer to become an 
expert interior decorator it is highly 
desirable that he understand decorat- 
ing problems. He must realize that 
when construction work is completed 
a new home must still be furnished ; 
and to insure a pleasing final effect, 
doors and windows must be placed so 
that wall space for tables, chairs, etc., 
is plentiful and well located. 

A catalog which illustrates and de- 


View of Mrs. 
Thorne's miniature 
of the entrance 
hall of the John 
Pierce mansion, 
Portsmouth, N. H. 
Although it was 
built in 1799 its 
general design and 
form is almost 
modern 


scribes each of the 37 miniature rooms 
is available at a small cost. Mail 
orders should be addressed to the Re- 
productions Dept., Art Institute of 
Chicago, Chicago, II. 





Yard Modernization Trends 
[Continued from Page 41] 


others, the dealer has found out too 
late that the cost of the window dis- 
plays he has provided for is out of pro- 
portion to their value, or that they 
require more time and talent than 
he has. 

Finally, our experience indicates 
that flexibility of interior treatment 
and arrangement is vitally important. 
Few men can tell exactly what will 
happen as a result of a new sales and 
advertising program, and any yard 
modernization activity should take into 
consideration the possibility of subse- 
quent adjustments becoming neces- 
sary. Provision in design should be 


made so that these can be accomplished 
with minimum disturbance and cost. 

Most of the yard modernization up 
to this time has been to expedite sales, 
and the emphasis has been on fronts, 
offices and sales and display rooms. 
During 1941 it is expected that hun- 
dreds of yards will join the thousands 
that have already equipped themselves 
to act as building headquarters and 
specialized advisors to building own- 
ers. Modernization to meet new stor- 
age and material transfer problems has 
already begun, and it is probable that 
the next few years will see increasing 
activity in re-arranging these facilities, 
and adding mechanical equipment to 
reduce handling costs. 

The lumberman has a singular ad- 


vantage over practically every other 
type of retailer in that he can demon- 
strate the things he has to sell and the 
faith he has in them in a manner that 
everyone can see and _ understand. 
That is by actually using them in his 
own plant. Before he talks moderni- 
zation of the stores of his fellow re- 
tailers or methods of displaying goods 
he can, and in countless cases all over 
the country, does prove by example his 
knowledge of his subject. 

The live dealer of to-day makes his 
buildings and his grounds so attrac- 
tive that they constitute in themselves 
an announcement that “Here is a pro- 
gressive, up-to-the-minute, merchan- 
dising establishment fully equipped to 
handle all of your building problems.” 
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RETAILERS’ ROUND TABLE 
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The troublesome problem here discussed 
by various retailers is that submitted in 
AMERICAN LUMBERMAN Headache Contest 
No. 1 (see page 17, Nov. 30 issue) by a 
New York State dealer, long established, 
with large investment, who must face the 
competition of “truck peddlers” having only 
trifling investment and overhead, but who 
buy from large distributing yards at same 
prices as established dealers. 





THE HEADACHE No. 1 letter 
printed in your Nov. 30 issue, about 
truck-dealers, is very interesting. | 
was so enthused after reading it that 
[ want to help cure this evil. If legiti- 
mate lumber dealers could overcome 
and put out of business most or all of 
this hard competition that we have to 
contentd with they could give the pub- 
lic even better service. 

The man who makes a down-pay- 
ment on a truck and has his name 
printed on a card, who has no over- 
head expenses, who would consider 
two dollars a thousand a legitimate 
profit on lumber, and who does not 


have enough capital to operate and fi- 
nance an intelligent looking business, 
shouldn’t be considered a legitimate 
business man. He therefore should be 
charged retail prices for his merchan- 
dise, and would automatically go out 
of business. The legitimate lumber 
dealers have too much of this sort of 
competition, which forces us to add to 
our stocks a supply of inferior mer- 
chandise in order to meet such com- 
petitors’ prices. I believe that if we 
would just consider this type of dealer 
as a customer instead of as a Lusiness 
man, we would have the problem 
solved.—Ep SuiIrLEy, manager Twin 
City Lumber & Supply Co., Paris, 
Ark. 








THE NEW YORK State retailer 
does have a hard one to solve. Ap- 
parently the peddler can buy the same 
merchandise the dealer can, but can 
sell it cheaper because of a difference 
of overhead. Therefore it would ap- 
pear one of the first possible solutions 
would be either to decrease one’s own 

















In this manner, W. D. Scott, 
Glenbeulah, Wis., of the lumber 
firm bearing his name, provided 
display space for his paint stock, 
also nails; utilizing a small sec- 
tion of the storage space outside 
of the office, and lining it with 
fir paneling. Underneath the 
paint shelves he built two rows 
of nail bins. An opening was 
cut through the wall of the of- 
fice, so that the display of paints 
and nails can readily be seen by 
customers entering the general 
office. 














Offered for “Headache No. 1” 


overhead or increase the overhead of 
the competitor. The first step would 
be to give one’s own expenses a thor- 
ough analysis for a possible reduction. 
The second step would be to see that 
the competitor paid all overhead ex- 
penses he should legally or otherwise 
pay. It is possible that he might be 
evading payment of merchant’s tax, 
merchant’s license, property tax, sales 
tax, proper insurance, permits and li- 
censes in the operation of his trucks. 
He might not be complyling with the 
rules and regulations of the Wage and 
Hour laws. 

By making a close check on the 
above named expenses, the legitimate 
retailer would stand a chance of in- 
creasing the expenses of the peddler 
enough to make him demand a fair 
price for his material; he might un- 
cover a violation of a law regarding 
truck operation, or might force pay- 
ment of back taxes or unpaid balances 
legally due, and a possible penalty for 
same. Any one of the above factors 
might cause the peddler to cease oper- 
ation voluntarily or by force of the 
law. 

To sum it all up, I think the legit- 
imate retailer can effect a possible solu- 
tion of his problem by checking to see 
that his competitor pays all the various 
overhead expenses that a legitimate 
dealer must pay— Harry L. WirtH, 
Charles Wirth Lumber Co., Lancaster, 
Mo. 





THE SOLUTION of this problem 
is by no means easy: however, it is a 
problem which can be solved. The fol- 
lowing two things will help solve it: 


1. Organization of retail lumber 
dealers into an association. 

In unity there is strength. The deal- 
ers, in pooling their efforts for honest 
business practices, can go far in pre- 
senting a united front to the public and 
to their sources of merchandise. The 
purpose of the association would be to 
keep its members constantly informed 
of market conditions, new products, 
and sales ideas; to help organize sales 
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courses for dealers and their em- 
ployees ; and to co-operate with whole- 
salers who are sympathetic to the 
dealers’ viewpoint. Each dealer should 
proudly stress that he is a member of 
the association. The purpose of this 
would be to impress upon the public 
the high standards the dealer must live 
up to in order to retain his member- 
ship. 

[We judge that this contestant prob- 
ably means to advocate more nearly 
universal support of existing associa- 
tions of dealers, rather than the forma- 
tion of additional ones, inasmuch as 
present associations—national, __re- 
gional, State, district, and local, are 
now performing all of the desirable 
functions enumerated by him.—Ept- 
TOR. | 

2. Advertising. 

Advertising is the greatest selling 
tool the dealer possesses. In his ad- 
vertising, he should stress his back- 
ground ; his reputation for selling reli- 
able merchandise ; his ability to furnish 
the “complete package,” whether it be 
remodeling or new construction, and 
to provide the necessary financing. 
His media would be billboards, local 
newspapers, church and civic organiza- 
tion bulletins, handbills, etc. In all his 
advertising he should stress that he is 
a member of the dealers’ association. 
The association should advertise along 
institutional lines, emphasizing the 
value of dealing with its members. 

The program outlined above would 
set up standards which the public 
would recognize and would expect of 
the dealers with whom it does busi- 
ness. Although this might not elimi- 
nate the “peddler” entirely, it would 
go a long way toward educating the 
public to deal only with well-estab- 
lished dealers who assure them of re- 
liable merchandise and a fair deal— 
Crarves Barsier, River Forest, IIl. 





THIS IS “ASPIRIN” for the serv- 
ice yard dealer of your Nov. 30 issue, 
with the “Headache” of truck dealer, 
tough price competition. The headache 
is a real one; the fellow with $1,000, 
some knowledge of building materials, 
a large nearby source of supply, and 
FHA time payments, is a real cause 
for headache to the larger, well-estab- 
lished, service yard. 

The small one-truck yard, or no 
yard, dealer sells 2x4’s sheating, shin- 
gles etc., as such, raw materials, at 
prices based on his own costs, and is, 
no doubt, making a profit. He has the 
price advantage, due to lack of over- 
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Sout YEARS AGO, a customer walked into a lumber yard; 
He needed just a two-by-four—it wasn’t very hard. 

He wanted a partition post, no sooner said than done; 

The dealer ‘picked him out a piece and gave him No. 1. 


But then the great depression came, with competition hot 
And price alone decided if you got the job or not. 

The customer returned again for something that would do; 
The dealer picked him out a piece and gave him No. 2. 


More years went by, and things got worse—the substitutes came in 
They'll satisfy, the dealer said, and stuffed his lumber bin. 

The customer stopped in once more—a thrifty man was he; 

The dealer picked him out a piece and gave him No. 3. 


The No. 1 had done the job—the price itself was fair; 
The No. 2 saved nickels, which were sunk into repair. 
The No. 3 was cheaper, but it simply didn’t suit; 

For more than No. 1 had cost, he bought a substitute. 


This story has a moral, for you see that in the end, 
The dealer lost his customer and lumber lost a friend. 


E. A. H. Jr., HirscH Lumper Co., New York. 
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head expense, and can stay in business 
and prosper at seeming low prices. If 
the established service yard is in price 
competition, using its quality materials, 
he has no doubt quite a headache. 

The “aspirin” I offer, if taken reg- 
ularly for a time will cure the “head- 
ache.” The difficulty is merely a matter 
of perspective, a way of looking at the 
sale of building materials. If materials 
are to be sold in price competition to 
all comers, why not copy the method 
of large city department stores? Estab- 
lish a bargain basement and stock it 
with bargain merchandise to be sold 
for cash at bargain prices, with no 
service of any kind. So much for price 
merchandise. 


Quality materials to be considered 
not as raw materials (2x4’s, shingles, 
sheathing, etc.) but advertised and sold 
as complete units, including labor and 
materials finished for use; quote a new 
home priced as rent monthly $32.50; a 
complete new two-car garage at $9.50 
per month ; no down payment necessary 
on a new recreation room for the whole 
family, built in the cellar, an attic room 
for play ; a music room or family movie 
theater; new hardwood floors finished 
at $5.30 per month, a new modern 
kitchen for mother at $7.50 per month, 
and so on. It is a matter of merchan- 
dising; the approach is from the cus- 
tomer’s viewpoint, rather than that of 
the lumber dealer in raw materials. 
Study the method of department stores 


and automobile dealers—Epwin A. 
Ric6Gs, sales representative, 75 Owasco 
Street, Auburn, N. Y. 

P. S.—Of course an old headache 
can not be cured at once, in one dose, 


but the hopeful thing is it can be 
cured.—E. A. R. 








THE OWNER of a small retail 
yard in Massachusetts desires to com- 
ment on Headache No. 1 published in 
the issue of Nov. 30. Just such busi- 
ness methods are to be found in north- 
western Norfolk County, Mass. They 
are almost unbearable, when consider- 
ing the loss of much trade enjoyed by 
the legitimate dealers in surrounding 
towns before the illegitimate ones 
sauntered forth. One of the latter 
boasts that he will sell at a gross profit 
of 10 percent, yet is so short of funds 
that his truck driver, when sent to a 
distributing yard, often is obliged to 
pay the difference between the cost of 
a purchase and the amount given him 
by his boss for the purpose. 

The problem is doubly hard to 
solve here since many of the foreign 
born are inclined to patronize these 
scalpers during depression times. This 
situation is also aggravated by vast 
quantities of hurricane pine which were 
bought extensively for out-buildings. 

However, if business generally im- 
proves these fellows will gain little 
headway as most people may want 
quality products again, preferring to 
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trade with reputable dealers in whom 
confidence can more readily be placed 
for a square deal in count, price con- 
sistent with quality, and in other re- 
spects. 

If the leading exponent of the lum- 
ber industry, the AMERICAN LUMBER- 
MAN, can aid in driving these chiselers 
out of business, it will gain everlast- 
ing praise from a host of honest, trust- 
worthy and deserving merchants 
throughout the country; certainly from 
one who ventures the statement that 
this particular section leads any other 
for loose selling. Since we need to be 
coached in the matter of outwitting 
our adversaries, perhaps there are 
those in the trade who can suggest a 
course to pursue to stamp out a men- 
acing condition. Let us hear from all 
who may aid in accomplishing the de- 
sired result—A. J. Brack, Medway, 
Mass. 





Explains a Phase of Wage 
and Hour Law 


In a recent bulletin, J. E. Johnston, 
Kansas City, Mo., traffic manager of 
the Southwestern Lumbermen’s -\sso- 
ciation, gives this further explanation 
of application of the Wage and Hour 
Law to interstate drivers: 

“Assume a driver drives for six 
hours straight and then does some- 
thing else for one or two more hours. 
He still has four more hours in that 
day that he can drive. The time spent 
in other occupation does not count 
against his ten permissible driving 
hours for the day. The driver is not 
held to a ten-hour day for all work, 
but is held to that period in his actual 
driving. And as far as that day, or 
any other day, is concerned, he can 
work at all occupations more than ten 
hours; provided, however, that he can 
not in any 168-hour period put in more 
than 60 hours in all occupations, in- 
cluding driving, if within that 168 
hours he has done some _ interstate 
driving.” 





Dealer Issues Annual Analysis 
of 5-Room Home Costs 


In accordance with a practice which 
he initiated in 1920, F. N. Gibbs of 
the Gibbs Lumber Co., Anaheim, 
Calif., has issued his annual estimate 
of the comparative cost of lumber for 
a five-room bungalow. 

The figures assembled by Mr. Gibbs 
disclose lumber costs for a 5-room 
house, as of Oct. 1, 1940, as being 
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some 30 percent less than for one built 
Oct. 1, 1920. 

The table discloses that the first 
comparative cost prepared by Mr. 
Gibbs totaled $1,024.45 for lumber for 
a five-room house in 1920. The esti- 
mates gradually decreased in cost until 
the figure of $352.30 is reached in the 
depression year 1932. Thereafter the 
cost gradually rises to $643.31 in Oc- 
tober, 1937, from which point on the 
following years show a slight decline 
to $641.49, his estimate for 1940. 

Mr. Gibbs’ material list includes 
9306 feet of lumber: 

Rough lumber, redwood and _ fir, 
4077 feet; fir flooring, 850 feet; red- 
wood novelty siding, 1500 feet; cedar 





. ' 
Retailer's Ad Sells $25,000 
Insurance Policy 
The advertisement reproduced here 
proved to be a $25,000 blues chaser 
for one corporation executive. 
When a Wisconsin life insurance 
salesman found that a certain prospect 
had a discouraged outlook on future 





YOU 


Are One of the Men We Want 


© If you eorr $31 o week 

®@ Have a steady job 

© Hove always wanted a home of your own 

© But lock the down payment necessary under other plans 


WIL8UR NOW MAKES IT POSSIBLE FOR YOU TO 


BUY A HOME WITH 
NO MONEY DOWN! 


Motthly Payments Like Your Present Rent! 


Can you afford to ignore an opportunity that can make so many of your 
hopes come true’ Instead of renting the rest of your life. you can own 
your own home. even though your Income 1s small. even though you do 
not own a lot. and even though you do not have anv money for a down 

yment You owe it to yourself and to the future security of your 
Taity to weigh our plan carefully 


You cam move into one of these charm 
ing homes. enjoy its comforts and con 
veniences. make monthly payments | te 
Our present rent and own the home you 
occupy 





VISIT OUR OFFICE 
TODAY! 
BRING YOUR WIFE 
WITH YOu! 


are soendiy constructed 
they're well designed and they |! be 
complete complete even to win 
dow shades 





OFFICE OPEN: iiincs Seid, io totter teciesie 





Founded ia 1875 


7919 W. NATIONAL AVE GREENFIELD 1210 











business conditions, and for this rea- 
son refused to purchase corporation 
insurance on his company’s president, 
he showed him the Wilbur Lumber 
Co. advertisement which appeared in 
the Milwaukee Journal Dec. 1. 

The ad proved te be the perfect anti- 
dote for depression blues; the execu- 
tive returned to his normal good 
humor and bought a $25,000 policy. 
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shingles, 350 feet; inside finish, fir 
sanded, 1226 feet; outside finish, red- 
wood, 456 feet; moldings, redwood 
and fir, 288 feet; oak flooring, 344x1/% 
2nd plain white, 480 feet; windows 
and doors, 24 openings. 

Mr. Gibbs’ annual estimate of lum- 
ber costs for the years 1920-1940, ex- 
clusive of drayage and sales tax, are: 

October 1, 1920, $1024.15; 1921, $796.07; 
1922, $705.18; 1923, $832.63; 1924, $701.32; 
1925, $625.75; 1926, $632.45; 1927, $597.32; 
1928, $576.97; 1929, $566.40; 1930, $510.25; 
1931, $441.42; 1932, $352.30; 1933, $482.36; 
1934, $546.45; 1935, $535.87; 1936, $605.66; 
1937, $643.31; 1938, $631.29; 1939, $627.38; 
1940, $641.49. 





This Dealer Finds That ‘Tools 
Bring Them In" 

The spic and span offices and sales- 
room of the Star Lumber Co., Santa 
Ke, N. M., paneled in knotty pine, pre- 
sent a most attractive appearance, a 
recent visitor reports. One side of the 
salesroom is devoted to panel displays 
of tools. The boards are painted or- 
ange, and samples of the different sizes 
and types of each tool are attached to 
the panels, the surplus stock being kept 
in the cabinets. The other side holds 
an impressive display of paints and 
supplies; while a large alcove features 
panel displays of builders’ hardware. 
In the center of the salesroom is a big 
island fixture, holding samples of tools 
for every trade. Back of the salesroom 
are two offices with sides of glass, 
making them exceptionally light and 
airy. 

“Our island tool display accounts 
for many sales,”’ declared W. C. Wash- 
burn, manager. “People waiting to 
talk over building plans, or to place a 
lumber order, amuse themselves by 
looking over the tools, and frequently 
they invest in some; while those who 
come especially to purchase tools—for 
we advertise them consistently—are 
made aware of our wall board, insula- 
tion, paint, builders’ hardware and 
other supplies, as well as our facilities 
for aiding them in securing FHA 
loans, and in planning the new home.” 

At the end of the tool fixture is a 
nail rack, with metal hoppers sus- 
pended from it. The way in which 
the nails are displayed makes it easy 
for customers to examine them, and as 
the scoops can be tilted, filling an or- 
der is an easy matter. Near the long 
desk where orders are taken is a small 
cabinet with many pigeonholes, in each 
of which is literature, supplied by the 
manufacturers, concerning the differ- 
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ent supplies stocked. While waiting 
to be served the prospect looks over, 
and takes, such as interests him. 
“Aside from our attractive display 
of tools and building materials,” Mr. 
Washburn continued, “I think the most 
effective method of getting the public 
interested in our lines is through direct 
mail. We write our own letters, and 
direct-mail pieces are sent practically 
once a month. Our list includes names 
already on our books, plus a special 
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list selected from the commercial direc- 
tory of the city. We make these let- 
ters timely, featuring paint and other 
renovating materials in the spring and 
fall; plumbing, building materials and 
tools all the year around. The main 
thing is not to let the public forget ; 
be sure to have anything new that ap- 
pears on the market, even though you 
buy but a very small quantity of it at 
first, as soon as it comes out, for the 
first dealer to stock a new line in build- 


Displays Quickly Earn 


wee 





The second floor of the West Side 


vard of the Steinman Lumber Co., 
Milwaukee retailer, is given over al- 
most entirely to displays of various 
types of materials and services the 
company has for sale. Among two of 
the most interesting are those shown 
in the accompanying photographs. In 
an alcove with demonstration floors, 
walls and ceilings is an attractive and 
colorful assembly of garden and porch 
furniture. 





“We get this furniture fully painted 
and assembled from the factory,” said 
Ed. Steinman, “and have found that 
placing it on exhibit here is one of the 
best means we have ever devised for 
attracting women customers.” 

Not far removed from this display is 
a small suite of rooms equipped to 
demonstrate the possibilities of remod- 
eling with modern materials. One 
room is a complete kitchen with mod- 
ern cabinets, fiber wall tile, and lino- 
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ing materials is the one that gets the 
lion’s share of that business.” 

Mr. Washburn is an_ enthusiastic 
collector of Indian primitive imple- 
ments, and has in his private office a 
splendid collection of Indian arrow- 
heads and stone knives, gathered from 
all over the country. He is a member 
of the Chamber of Commerce, and ac- 
tive in the civic advancement of his 
town, all of which is good institutional 
publicity for his firm. 


Their Cost 





leum floor covering in modernistic pat- 
tern. Walls above the wainscot are 
treated in a variety of ways to demon- 
strate possibilities with new materials. 
An adjoining room with still different 
wall, floor and ceiling treatments, is 
suggestive of a dining room, while a 
third room is a modern bathroom. 

This little suite has been responsible 
for sales that have netted far more than 
the cost of the exhibit in a very few 
months. 





Two Enterprising Dealers of 
the "Lone Star" State 


Jottings from the note-book of a 
traveling correspondent: 


Strictly modern is the salesroom of 
the Lubbock Sash and Door Co., Lub- 
bock, Tex., manufacturer and jobber 
of building materials, its huge cov- 
ered trucks carrying its name all 
over the county. Its office and sales- 
room is of concrete, with large glass 
brick windows, and black glass trim, 
its striking appearance causing it to 
stand out distinctly among the other 


buildings of the vicinity. 

The T. R. Prideaux Lumber Co., 
also of Lubbock, caters strongly to the 
home builder. A consistent scheme of 
decoration—orange with black trim— 
is carried out in all the buildings. 
Upon the long lumber shed, meeting 
the gaze of all passing motorists, is 
painted the firm’s slogan “Where the 
Home Begins.” There is a big drive- 
in gateway, where trucks can enter. 
Under shelter of the long, covered 
sheds on either side, customers can se- 
lect and load whatever building mate- 
rials are required, while sheltered from 
the elements. 


New Lumber Store Displays 
Many Materials 


Climaxing eleven years of steady 
growth since its inception early in 
1929, the Shields Lumber & Coal Co. 
of Greenville, Del., recently opened a 
new store and office building there. 
Besides more adequately housing its 
expanding business, the new building 
is designed as a demonstration center 
for home builders. Materials sold by 
the Shields company were incorpo- 
rated therein, so that architects, build- 
ers and home planners may visit the 
place and see many types of materials 








as they appear in actual use. 

Most striking example of this is the 
sales office, paneled in 27 varieties of 
wood. These panels, cut from the 
logs, and untreated except for a coat- 
ing of clear wax to preserve them, 
show practically every type of panel- 
ing used in home or office decoration. 

Floors throughout the building are 
of varying materials and design, so 
buyers may see the different tvpes and 
select one best suited to their desires. 

More unusual display techniques are 
used in the store itself. Paint, hard- 
ware, gardening tools, and many items 
of builders’ equipment are shown in 
the store proper, while large inven- 
tories of these items are maintained 


Amemcanfiumherman 


elsewhere throughout the building. 
Besides being built to provide mod- 
ern, handsome and convenient facili- 
ties for the business, the new building 
also takes community needs into con- 
sideration and has one office available 
for all types of community meetings. 





Define Lumber Sales Under 
Wage-Hour Act 


Sales of lumber and building mate- 
rials under the Fair Labor Standards 
Act which are not considered to be re- 
tail include sales to dealers who intend 
to re-sell the goods; sales to industrial 
concerns which use the material for 
fabrication of furniture, boxes, crates, 


Dealers’ Volume Made Big 


Wasuinctox, D. C., Dec. 23.—Retail 
sales in the United States totaled $42,023,- 
$18,000 in 1939, an increase of 28 percent 
over the comparable total of $32,791,212,000 
recorded in the previous census of 1935, it 
was announced by William L. Austin, direc- 
tor of the census, in a preliminary release 
of tentative totals pending completion of the 


tinal detailed report by States, counties and 
cities. This preliminary report includes final 
figures for most States, and very little 
change is expected in the totals. 

The dollar volume of business done in 
1939 was only 13 percent below the dollar 
volume reached in 1929. In the decade, 
there has been a substantial drop in the 
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automobiles, toys etc. ; sales to building 
contractors and other concerns for 
construction, maintenance and_ repair 
of buildings, railroads, highways, 
bridges and other structures except 
where the sale is made to a contractor 
who purchases materials on behalf of 
an individual private consumer ; sales 
to federal, state or municipal govern- 
ments. 

A sale of small quantities of lumber 
and other building materials to a pri- 
vate individual for the construction, 
maintenance or repair of a_ private 
home, garage, fence or walk is a retail 
sale. This is also true of a sale to a 
construction contractor pursuant to 
specific contracts to build. 


Gain in 1939 


general level of consumer goods prices. The 
effect of this price drop on the dollar volume 
of sales is partially offset, however, by a 
gain of 7.2 percent in population. 

The number of stores increased 294,539, 
or 20 percent, in the ten-year period, the 
greater part of the gain having occurred 
since 1935. 





Building Takes More of Consumer 
Dollar Than in 1935 

Such changes as have occurred in the 
relative sales importance of the major busi- 
ness groups are presented in the following 
table, which shows the proportion of the 
total dollar spent in retail stores in the 
three census years: 


Business Group 


Percent of Total 





1939 1935 1929 
24.2 25.5 22.4 
1.9 3.4 5.3 
13.5 14.1 13.3 
7.8 8 8.8 
$.] 3.9 5.7 
13.2 12.9 14.6 
6.7 6.0 3.7 

5 5.7 8.0 
8.4 7 4.4 
3.7 3.5 
10.0 10.3 
Tot; All Stores.. 100.0 "100.0 "100.0 


Principal changes since 1935 and 1929 are 
follows, subject to some qualifications as 





ted abe 

The furniture-household-radio group in- 
reased its sales 34 percent since 1935, but 
is still 37 percent under the dollar volume 
¢ 999 11 


The dollar volume is affected by 
] of furniture, radio and 
prices during the last 
he number of furniture 
less than in 1929. 

The lumber-building group gained 59 per- 
cent in sales since 1935, but is still 33 percent 
below its dollar volume of 1929. The hard- 





ware group reports 28 percent higher sales 

in 1935, but 20 percent below 1929. 

This group includes hardware stores and 

ardware-tractor-farm implement dealers, 

and the number of stores has increased 3,012 
8 percent since 1935. 


Population and Sales Changes by 
Areas 
\ comparison of sales by geographic divi- 
sions follows: 


Population 
Pct. Change, Change, 





1939 from 1940 

Geographie Div.* 1935 1929 from 1930 
New England..... +23 —11 +3.3 
Middle Atlantic... +23 —18 +4.9 
East North Centl.. +30 —17 +5.3 
West North Centl. +19 —20 +1.7 
South Atlantic.... +34 +6 +12.9 
East South Centl.. +35 —14 +9.0 
West South Centl. +36 —15 + 7.3 
PEOUMIAM .ccccss +32 —6 +12.1 
PUNO. ic ocweee ares +37 —1 +18.8 
United States... $28 —13 47.2 


Building a Leader in Gain Over 1935 
Following is a comparison of sales by 
major groups; 1939, 1935 and 1929: 


Percent Change, 
1939 from 





Business Groups 1935 1929 
POOR GFOUD occ ce kiia wisivede +21 —-h 
General Stores (with food) 27 —68 
General Merchandise Group +23 —12 
Pg 23 —23 
Furniture-Household-Radio 

oe OO ree eee +-34 —37 
Automotive Group! ........ +31 21 
Witiitia Btations «.......<60. + 45 +58 
Lumber-Building-Hardware 

oe ee +47 29 
Mating and Drinking Places +47 + 66 
on) ee ere eee +27 —-S 
ee Cb cic nrcioeindcaresres +38 -15 

‘Total, All Stores... <<. +28 —13 


‘Previously published totals for the United 
States and for the automotive group, for 
1935 and 1929, are revised to exclude service 
garages and other automotive service busi- 
nesses whose receipts from service sales ex- 
ceed their sales of merchandise. These are 
now included in the Census of Service Es- 
tablishments. 


Material Dealers’ Sales Gain 71 Percent 
Over 1935 


Detailed figures for the lumber and build- 
ing material group follow: 
-—No of Stores——~ 
1939 1935 1929 
Lumber and Building a 
Materials Dealers. 25,067 21,149 26,377 
Heating, Plumbing, 
Paint, Electrical 











ae era 14,599 15,404 26,437 
Lumber-Building ; 
NNER. a ocurs wos oes 39,666 36,553 52,814 
Sales FF 
1939 1935 1929 


Lumber and 

Bldg. Ma- 

terial Dirs.$1,478,459 $ 866,865 $1,981,284 
Htg., Pibs., 

Paint, Elec. 

WeOres 2... 281,815 238,431 639,780 





Lumber-Bldg. 
Group ....$1,760,274 $1,105,296 $2,621,064 
Percent Change, 
1939 from 


1935 1929 
Lumber and Building Ma- 
COPIGT DORISTE 6...6o ciwe ccs +71 —25 
Heating, Plumbing, Paint, 
Electrical Stores ....... +18 —5H6 
Lumber-Building Group. +59 —33 


*The States composing each geographic 
division are as follows: 


New England—Maine, New Hampshire, 
Vermont, Massachusetts, Rhode Island and 
Connecticut; Middle Atlantic—New York, 
New Jersey and Pennsylvania; East North 
Central—Ohio, Indiana, Illinois, Michigan, 
Wisconsin; West North Central—Minne- 
sota, Iowa, Missouri, North Dakota, South 
Dakota, Nebraska, Kansas; South Atlantic 
—Delaware, Maryland, District of Colum- 
bia, Virginia, West Virginia, North Caro- 
lina, South Carolina, Georgia, Florida, 
East South Central—Kentucky, Tennessee, 
Alabama, Mississippi; West South Central 
—Arkansas, Louisiana, Oklahoma, Texas; 
Mountain — Montana, [daho, Wyoming, 
Colorado, New Mexico, Arizona, Utah, Ne- 
vada; Pacific—Washington, Oregon, Cali- 
fornia. 
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What Is P 


Higher Rentals and Increased 
Home Building Seen for '41 


Rents will climb, some 650,000 new houses 
will be built, interest rates will stay about 
the same, and more existing houses will 
change hands than in the past 12 years. This 
is the outlook for 1941 as seen by Morton 
Bodfish, Chicago, executive vice president of 
United States Savings and Loan League. 

Mr. Bodfish predicted that the savings, 
building and loan associations and coopera- 
tive banks will lend $1,500,000,000, with a 
larger percentage in construction loans than 
in the past year, when lending for this pur- 
pose averaged more than a third of their 
total transactions. This outpouring of funds 
he pointed out, will be within shooting dis- 
tance of the association’s 1923 through 1929 
average. 

“While terms on home loans are likely to 
remain about as they were in 1940 in so far 
as the mortgage contract is concerned, in 
actual practice there will probably be some- 
what of a shortening of the period of repay- 
ment,” said Mr. Bodfish. 

He pointed out that volunteer additional 
payments on the principal would result from 
increases in income due to the rising pros- 
perity under the defense program. Thus, 
greater progress toward debt free owner- 
ship of homes will be made than the extraor- 
dinarily long loan terms of the past few 
years would have led people to expect, the 
League official said. 

“Low residential vacancy percentages were 
shown in a majority of the cities by the 
census figures of 1940,” said Mr. Bodfish. 
“A more recent WPA survey showed that 
even between May and September in the 
particular cities reported, the vacancies be- 
came fewer than they had been when the 
census was taken. The law of supply and 
demand will operate, therefore, to drive up 
rents at least at the rate shown in the curve 
between 1933 and 1937. 

“New highs in the number of marriage li- 
censes granted in many key cities in the 
country during 1940 presage an effective 
demand for more housing units which should 
result in an increase of between 15 and 20 
percent in the number of new one- and two- 
family homes built as compared with 1940,” 
Mr. Bodfish continued. “Even if a rise in 
construction costs becomes notable by the 
latter part of the year there is no particular 
reason to think that it will act as a deter- 
rent to home building this early in the cycle. 
It may even speed up the rising volume of 
home building, because it is a warning of 
further rises and people will feel they had 
better build before prices go higher yet.” 





More Homes Being Built for 
Owners in Los Angeles 


Los ANGELES, CALIF., Jan. 4.—Construc- 
tion of homes for owner occupancy was the 
dominant note in the building situation 
throughout the Los Angeles area in the year 
just ended. That such home building will 
continue to lead in 1941 is the expectation, 
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rospect For Building? 


based on reports from construction and 
realty circles. There was likewise a large 
volume of home building for the market, a 
justified activity, according to sales reports. 
C. V. Welch, Los Angeles city superintendent 
of building, estimates that 1940 registered in 
excess of 11,500 single-family home building 
permits, amounting, in round figures, to 
$40,000,000. There has been a decided up- 
ward trend in the erection of homes for 
owner’s use over those erected for sale. An- 
nual dollar valuation of all new construc- 
tion in the city of Los Angeles during 1940 
was $74,500,00, as compared with $76,000,- 
000 in 1939; and the number of permits, 
39,320 as compared with 38,940 in 1939. 





Rents Fail to Justify Building 
But Are Rising 


An upward surge throughout the country 
in real estate demand is very generally ex- 
pected for 1941, says the thirty-sixth semi- 
annual survey by the National Association 
of Real Estate Boards, Chicago. The survey, 
covering 237 cities, is made from confiden- 
tial reports by member real estate boards. 
While shortage of single-family dwellings is 


10 percent, and in one city out of twelve it 
went higher. The greater rise came in the 
smallest cities. Apartment rents rose less 
generally than house rents. They are up, 
however, in 34 percent of the cities, while 
only 11 percent show down trend, and in 
55 percent are stationary. Where they stiff- 
ened, the rise is oftener 10 than 5 percent. 

The survey asked specifically this key 
question: “Are residential rents in your com- 
munity sufficient to justify investment in 
rental housing at present construction 
costs?” And only one-third of the cities 
replying said Yes. Two-thirds of them said 
No. 

Real estate selling prices are higher than 
last year’s at this time in 36 percent of the 
cities, lower in only 7 percent, hold where 
they were in 57 percent. The median rise is 
10 percent. A considerable number of cities 
report prices for new houses are up 10 to 
15 percent, but prices of older dwellings 
have sagged lower than they were a year 
ago. 

Financing costs are dropping in 17 per- 
cent of the cities; rising in only 3 percent. 
Capital supply is equal to or in excess of 
offering in 95 percent of the cities. 

For the individual American city, the one 
big factor which is affecting the pattern of 





Industry Honors Saw Company's Family Groups 


45: Luigiess ‘Ss ruvnet a ladestry 
HowORS THREE GENERATION ENR MES 
SONS: 





Nine families, whose three generations are employed by Henry Disston & Sons, Inc., pio- 
neer Philadelphia, Pa. saw makers, are pictured at the train as they left for New York, 
December 12, to be the honored luncheon guests of the 45th Annual Congress of American 
Industry at the Waldorf-Astoria. The group consists of grandchildren, their parents and 
their grandparents. In honoring these three-generation groups, the National Association 
of Manufacturers also paid tribute to the Disston firm for fostering a high type of industrial 
and employee relations which provided incentive for both the older and younger workers. 
S. Horace Disston, president of the company, is fourth from the left. William D. Disston, 
vice-president in charge of public relations, is second from the left 





shown in 45 percent of the cities, overbuild- 
ing is still felt in 5 percent. Normal balance 
between supply and demand is today’s con- 
dition in 50 percent. Cities of over 500,000 
population show the highest percentage of 
residential oversupply. Few of them cite rent 
increase in either houses or apartments. 
Increase in dwelling rents, where it occurs, 
has in one city out of every two been of 5 
percent. In two cases out of five it averaged 


its immediate real estate activity, and color- 
ing the whole outlook for its real estate 
market for the coming year, is the relation 
of that city to large-scale activity in the 
Defense program. Asked whether there will 
be need, during the coming year, for con- 
struction of an emergency nature for De- 
fense workers, 75 percent of the cities reply- 
ing said No. But 25 percent of these typical 
cities look for emergency building to be re- 


5| 
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quired to house new population before the 
year is out. Some of them attempted to esti- 
mate the amount. Those communities, with 
a combined population of 7,782,954 people, 
estimated they would need as emergency 
housing a total of 49,545 family units. That 
would be one family overflowing into emer- 
gency housing for every forty familities of 
present population. 

As to industrial real estate, increased de- 
mand during 1941 is the prediction in 49 
percent of the surveyed cities. The demand 
will be powerful enough to cause a price rise 


in one-third of the cities, observers predict. 





Canada Terminates Home 
Improvement Guarantee 


Toronto, Ont., Jan. 6.—Hon. J. L. Isley, 
minister of finance, recently released final 
figures showing the result of operations un- 
der the Home Improvement Plan to October 
30, 1940. As at this date, the $50,000,000 
loan authorization under the Home Improve- 
ment Loans Guarantee Act, 1937, having 


War Indust 


Wasuinctox, D. C., Jan. 6.—Details of 
contract awards for plant construction and 
expansion, involving 80 plants and entailing 
an expenditure of nearly $700 million, were 
announced by the National Defense Commis- 
sion. 

It is anticipated that the Government- 
owned munition and ordnance plants will re- 
main the property of the Government, while 
additions to industrial plants will be pur- 
chased by the manufacturer after a period 
ot five years. The Government will allow 
depreciation in value of the plants to manu- 
facturers purchasing these facilities. 

While all awards show the expenditures on 
a basis of Government award, in some cases 
the expansion and construction are being 
financed by private capital. Additions to 
present Government-owned arsenals are 
omitted from the compilation unless awarded 
to a private contractor. 

The compilation, arranged by States, indi- 
ag whether construction is for the Army 
or Navy, [W or N] and the purpose of the 
plant. The caeeeis awards follow: 


Cost is given to nearest even thousand dollars, 
last three dollar ciphers (000) being omitted. 
\LABAMA—TVA Knoxville, Tenn., 
rehabilitation of nitrate plant at 
DEGGIE DOOR, AlBscc cc cccccusewe $ 6,500 W 
Gulf Shipbuilding; plant.......... 2,500 N 
Rust Engineering Co. Pittsburgh, 
Pa.; shell forging and machinery 
plant at Gadsden, Ala........cece 1,138 W 
CALIFORNIA—Consolidated Aircraft, 
San Diego; airplane plant expan- 
sion core eee ee eer estes eee eseeeeees 17,537 N 
Bethlehem Steel, San Francisco; 
shipbuilding plant expansion..... 12,662 N 
Douglas Aircraft Co., Santa Monica; 
expansion of Western Land Im- 
provement Co. at Long Beach.... 11,255 W 
Vultee Aircraft (Inec.) Downey, 
plant expansion 
tethlehem Steel: shipbuilding facil- 
Salen WE Bet PORNO. «cciccevcrecvces 4,006 N 
l.. A. Shipbuilding Co., San Pedro; 


Eee GEUUNGIOE 2... ccceccdesecess S50 N 
CONNECTICUT—Pratt & Whitney 
Div United Aircraft, East Hart- 
ford; aircraft engine plant expan- 

sion iat rasa Casi, eo lal esta GG aha aa al ale 15,559 N 
Pratt & Whitney ‘Div.. Niles- 
Bement-Pond Co., Hartford; ex- 

nansion of gage plant............ 1.140 W 


Colt’s Patent Firearms Mfg. Co., 


Hartford: weanon ranufacturing 5.074 W 
Flectric Boat ('o., Groton; ship- 

building plant expansion......... 41,500 N 
Hamilton Standard Propeller Div., 

United Aireraft; plant expansion. 1,962N 
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been exhausted, the Government’s undertak- 
ing to provide a guarantee for the encour- 
agement of this type of loan was terminated. 
The number and volume of loans for four 
years of operation were as follows: 

From To 





Nov Oct. Number Value 
1936 CS eer 29,963 $11,721,129 
1937 (ere 27,914 11,429,681 
1938 i. rare 35,374 14,591,916 
1939 Se writeciewert 32,401 12,247,894 
WORE cpmeotessaneden 125,652 $49,990,620 





USHA Builds 10,000 Units a 
Month 


WasuHinctox, D. C., Jan. 6—United 
States Housing Authority is completing ad- 
ditional slum clearance and Defense housing 
units at the rate of about 15,000 a month, 
USHA Administrator Nathan Straus an- 
nounced. Approximately 190,000 people are 
now living in dwellings constructed under 
USHA jurisdiction, Straus stated. He pre- 
dicted that the nation’s low-rent housing 
program will reach its peak this year. 


ries Plants 


Vought Sikorsky Div. 
eraft, Stratford; 
expansion 


United Air- 
aircraft plant 
CCRC HK SCHEER EO ROD-e 6 1,600 N 
ILLINOIS—The Stone & Webster En- 
gineering Co., New York; con- 
struction of T.N.T. and D.N.T. 
plant at Wilmington, Ill.......... 30,863 W 
Sanderson & Porter, New York City; 
ammunition loading plant near 
Wilmington, Ill. 


CR RECRG CAS EHS ROw 0 14,000 W 
Foote Bros. Gear & Machine Co., 

Chicago; aircraft engine plant ex- 

en a ere 1,020 N 


Goss Printing Press Co., Chicago 
ordnance plant expansion........ 865 N 
INDIANA—E. I. du Pont de Nemours 
& Co., Charlestown, Ind. (Indiana 
Ordnance Works); smokeless 
WOWGNE DINE écccccsctcnvcrreses 51,000 W 
Bates & Rogers Construction Co., 
Chicago; shell loading plant at 
Ce ee ee errr eee 11,500 W 
Giffels & Vallet, Inc., Detroit, Mich.; 
Chas. W. Cole & Son, South Bend, 
Ind.; planning above plant....... T7TW 


[OWA—Day & Zimmerman, Ince.. 
Philadelphia, Pa.; designing and 
equipping shell loading plant near 
ROTTINECOR, TOWER  cccvvccsccceses 34,451 W 

A. Guthrie & Co, (Ine.), St. Paul, 
Minn., and Al Johnson Construc- 
tion Co., Minneapolis, Minn.; shell 
loading plant near Burlington, 
Iowa 





dein ne aioe Bie maaan ereinie eer, kg 
KANSAS—Boeing Aircraft Co., Stear- 
man Aircraft Div., Wichita; plant 
a a ae er 3,368 W 
Beech Aircraft Corp., ‘Wichita; plant 
GCRPGREIOR ccccecscs a etenniaaiat 1,620 W 
MAINE Tron w orton, Bath, 
Maine; expansion of shipbuilding 
an ee eieysine 2,400 N 
MARYLAND — Fairchild Airplane & 
Engine Corp., Hagerstown; plant 
ED .us:to wacanwesmereeekwasds 983 W 


MASSACHUSETTS — Bethlehem Steel 
Co., Quincy; expansion of ship- 
rere Tree 14,228 N 
The Greenfield Tap & Die Corp., 
Greenfield; expansion of gage 
nee ee ee geeves 1,009 W 
MICHIGAN—Ford Motor Co., Dear- 
born, Mich.; aircraft engine plant 
and magnesium casting foundry.. 
Chrysler Corp.; tank plant........ 
General Motors Corp., Detroit; four 
machine gun plants; Flint, Sag- 
inaw, Dayton, Ohio and Syracuse, 
: 2 SECEDE weneLwentneescunwe 20,000 W 
MINNESOTA _— Northern Pump Co., 
Minneapolis; expansion of ord- 
RR re a 5,473 N 
MISSISSIPPI — Ingalls Shipbuilding 
Co., Pascagoula, Miss.; plant ex- 
RRR errr rrr 
MISSOURI — Remington Arms Co., 
Ine., Bridgeport, Conn.; small 
arms ammunition plant near Lake 
SU.  w'ue bce ares eee ee eicka 73,575 W 
Western Cartridge Co., East Alton, 
Ill.; for services for small arms 
ammunition plant at St. Louis, 
Mo. 


21,965 W 
20,000 W 
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Suggestions Given for 
Winterizing Paint 


Because of the tendency of oil to thicken 
at low temperatures, lighter oil is used in 
automobiles during the cold weather months. 
The same principle applies to cold weather 
painting. The vehicle should be lighter in 
order for the paint to flow on _ properly. 
This lighter vehicle also aids in drying. 

According to a recent release the use of 
an extra amovnt of gum turpentine added to 
paint in winter months not only reduces the 
paint to brushing consistency, but leaves 
the correct proportion of pigment and oil in 
the paint film, since the volatile parts of the 
turpentine evaporate. Gum turpentine also 
aids cold weather drying, carrying oxygen 
to the oil. 

It is said that the use of additional oil to 
reduce the paint mixture in cold weather is 
apt to soften the paint film. Stick to the 
usual propositions of pigment and oil, but add 
enough additional turpentine to keep the 
paint from becoming too thick to brush. 


Contracted 


Fraser-Brace Engineering Co., Inc., 
New York, N. Y.; T.N.T. and 
D.N.T. plant at Weldon Springs, 
we a ee ee ee 11,325 W 
Foley Bros., Ine., St. Paul, Minn., 
and Walbridge, Aldinger Co., De- 
troit, Mich.; small arms plant 
mOGr EGRG City, Bien ccccccccccs 7,500 W 
NEW JERSEY—New York Shipbuild- 
ing Corp., Camden, N. J.; plant 
INN ~- 5:2). ev-ah aca brener a) 3. We erate bieasa. 0 10,500 N 
Federal Shipbuilding Co., 


WW. d.3 DIGRE EXPANSION... .cesccces 7,750 N 
RC A Manufacturing Ce.. — 
. J.; expansion of radio plant. 2,370 N 
Ww estinghouse Electric Elevator Co.., 
Jersey City; expansion of ord- 
BE Giroro erating om ek aecaa eos 495 N 
Crucible Steel Co., Harrison, N. J.; 
expansion ol ordnance plant..... 125 N 


NEW YORK e Arms Corp., 
Utica, N. Y: machine gun plant 
Se err rere 17,600 W 
Republic Aviation Corp., Farming- 
dale, L. I., N. Y.; plant expan- 








NEL G-cinaraarusaisualeinsa @ Garbieetalatao sles .<ie's 5,211 W 
Grumman Aircraft, Bethpage, L. I., 
I. Zoek PIANC CRPAMSION..0 cc cccess 3,500 N 


Bell Aircraft  Corp., Wheatfield 
Township, Niagara County, N 


WERE GEORGIE .6.c.ccicccocecetene 1,023 W 
Edo Aircraft, College Point; plant 

CS cb dvendeaceeneeens ees 365 N 
Bethlehem Steel, Staten Island; ex- 

pansion of shipbuilding plant.... 3,406 N 
Liberty Aircraft, Farmingdale, N. 

¥.8 PRE CUMMSION. 200 cc cccccce 1,088 N 
Link Aviation Devices (Inc.), Bing- 

hamton, N. Y.; plant expansion... 323 W 
Bausch & Lomb, Rochester, N. Y.; 

expansion of ordnance plant..... 512 N 


General Motors Corp., Guide Lamp 
Div., Syracuse; part of $20,000,000 
contract for four machine gun 
plants 


Rr ee en ee w 
OHIO—Atlas Powder Co., Ravenna, 
Ohio; ammunition loading plant 

meer RAVONNG, ORIC. ....ccccccese 14,215 W 
Sheffield Gage Corp., Dayton, Ohio; 

expansion of gage plant.......... 910 W 
Ferro Concrete Construction Co., 
Cincinnati; metal searchlight mir- 

COP DE ak.d nce tcresectrescesess 500 W 
Trojan Powder Co., Allentown, Pa.; 
for Plum Brook ordnance plant, 

MORGUGET, GEIS ccccccccccsovcecs 275 W 
Babcox & Wilcox Co., Alliance. 

Ohio; expansion of ordnance plant 250 N 
General Motors Corp. Frigidaire 


Div., Dayton; part of a $20,000,- 
000 contract for four machine gun z 
WOE  on.edcceeeee cen ara enceiaceres Ww 
OREGON—Willamette Iron & Supply 
Corp., Portland; expansion of 
shipbuilding plant ..... Metered pete 1,000 N 
PENNSYLVANIA — Cramp Shipbuild- 
ing Co., Philadelphia; plant ex- 
errr re ers avereaceievecemua aia 10,000 to 
12,000 max. N 
Sun Shipbuilding, Chester; plant ex- 
Tere re Te ee Tee Te 2,500 N 
Mesta Machine Co. Pittsburgh. Pa. 
gun tube factory at West iene 
stead, Pa. 
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Aviation Manufacturing Corp., Ly- 
coming Div., Williamsport, Pa.; 


additions to engine plant........ 1,597 W 
Bethlehem Steel Co., Bethlehem, 
Pa.; expansion of ordnance plant. 1,344N 


Henry Disston & Sons (Inc.) (Ar- 
mor plant), Constructor; Barclay 
& White Co., Philadelphia; addi- 
tion to plant at Tacony, Philadel- 
PE coe aw anu eee ek nee eee wee as 1,018 W 
RHODE ISLAND—Taft-Peirce Manu- 
facturing Co., Woonsocket, R. I.; 
expansion of gage plant.......... 400 W 
TENNESSEE—Proctor & Gamble De- 
fense Corp., Cincinnati, Ohio; 
services on Wolf Creek Ordnance 
Plant near Humboldt, near Milan, 
NE: Va Sv anne wage oie eten et Ce R uae 3,586 W 
TEXAS—Humble Oil & Refining Co., 
Houston (Baytown Ordnance 
Works); new toluol plant at Bay- 





oi Ee RT Oe re 11,857 W 
Consolidated Steel, Orange, Tex.; 
expansion of shipbuilding plant.. 4,600 N 


VIRGINIA—Hercules Powder Co., 
Wilmington, Del.; smokeless pow- 


der plant near Radford, Va...... 35,000 W 
Newport News Shipbuilding, New- 
port News; plant expansion...... 14,000 N 


Hercules Powder Co., Wilmington, 
Del.; bag loading plant near Pu- 


IS PN i piccttin ate sie 4 So ae wse este 6,756 W 
WASHINGTON—Boeing Airplane Co., 
Seattle; plant expansion.......... 7,369 W 


Tacoma Shipbuilding; plant expansion 8,000 N 
Associated Shipbuilders, Seattle; 
PIMMt GHMANRION occ cccctos sews TOON 
WEST VIRGINIA — Carnegie-Illinois, 
South Charleston, W. Va.; expan- 
sion of ordnance piant..........% 50,353 N 
EK. I. du Pont de Nemours & Co., 
Wilmington, Del.; ammonia plant 


near Morgantown, W. Va........ 15,000 W 
WISCONSIN—Manitowoe Shipbuilding 
Co., Manitowoc; plant expansion... 1,000N 





Lumber Group Co-operates 
in Defense Housing 


PittsBpurGH, Pa., Jan. 6—In 1941 the 
3uilding Trades Council plans both to com- 
pletely revise the city’s building codes and, 
in co-operation with its member group—The 
Lumber Institute—plans to speed up Defense 
housing by modernizing homes, reports Di- 
rector John S. Turner. So far the Council, 
formed only last May, has revised one sec- 
tion of the building code (as yet to be pre- 
sented to the city), and presently proposes 
to revise three other sections. 





Large Contracts for Defense 
Housing Awarded 


Wasuincton, D. C., Jan. 6.—Estimating 
that the number of Defense homes under 
construction and completed will total at least 
100,000 by March, Defense Housing Coordi- 
nator Charles I. Palmer stated that of 27,- 
700 Federally-financed dwelling units under 
way, 6,000 of these dwellings will be for 
civilian employees in private industry, 4,250 
will be for civilian employees in Government 
arsenals, Navy Yards, and other similar 
projects, and the remainder will be for other 
civilian personnel and families of enlisted 
personnel. 

Additional awards for the construction of 
Defense housing projects were made as fol- 
lows: 

Award to Fred J. Early, Jr. Co., San 
Francisco, Calif., construction of fifty 
family units, grouped in forty buildings, 
the majority being one-familv houses, at 
Benicia, Calif., near the Benicia Arsenal. 
Construction cost estimated at $172,000. 
Fixed fee contract. 

Contract for construction of fifty family 
units at Fort Story, near Virginia Beach, 
Va., awarded to Walter T. Gregory, of 
Norfolk, Va. Construction cost estimated 
at $163,000. Fixed fee contract. 

Award for construction of 200 family 
units at Westover Field, near Chicopee, 
Mass., to the Casper Ranger Construction 
Co., of Holyoke, Mass. Fixed fee contract 
estimated at $641,000. 

Construction award to A. W. Kutsche 
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& Co., Detroit, Mich., for 250 family units 
to be built at Fort Custer, Battle Creek, 
Mich., on a fixed fee basis at an estimated 
cost of $773,000. 

Award to the Fred J. Early, Jr. Co., of 
San Francisco, Calif., for construction of 
150 housing units at Moffett Field, near 
Sunnyvale, Calif., at an estimated cost 
of $481,000. 

Award to Hillyer & Lovan, of Jackson- 
ville, Fla., for construction of housing 
units at three centers in Puerto Rico, as 
follows: 300 units at Aguadilla, at a cost 
of $1,082,000; 112 units at San Juan, ata 
cost of $368,500, and 30 units at Gayey, 
at a cost of $108,300. 

Busboom & Rauh, of Salina, Kan., was 
awarded a contract for construction of 
125 housing units at Junction City, Kan., 
at a cost of $404,900, and the Ross Engi- 
neering Co., of Washington, D. C., was 
awarded contract for construction of 90 
Defense housing units at Phoebus, Va., 
near Ft. Monroe, at estimated cost of 
$284,000. 





Authorizes Building of 6,496 
Defense Housing Units 


Wasuincton, D. C., Jan. 6.—Declaring 
that an acute shortage in housing exists in 
eleven areas in the United States and terri- 
torial possessions, President Roosevelt again 
brought the Lanham Defense Housing Act 
into play, clearing the way for the use of 
public funds for the construction of housing 
units. 

The President's action was taken after 
Defense Housing Coordinator Charles F. 
Palmer investigated the possibility of pri- 
vate capital being attracted to the construc- 
tion. It was found that the required housing 
facilities could not be financed by private 
capital, and that Government money would 
have to be used. 

Under the Lanham Act, the President is 
empowered to authorize an appropriate Gov- 
ernment agency to contract for the construc- 
tion of the required housing units, and in 
the past the majority of Defense housing has 
been handled through the Federal Works 
Agency. 

The general procedure is for the President 
to declare an emergency to exist, and author- 
ize the agency to proceed with negotiations 
for a contract for construction. The Presi- 
dent has declared need for additional De- 
fense housing as follows: 

Newport News, R. I., Newport Naval 
Station and Quonset Point, R. I. Naval Air 
Station, 900 units; Portsmouth Navy Yard, 
Portsmouth, N. H., 800 units; Navy Yard 
and Air Station (D. C. and Anacostia), 
Army Medical College and Army War Col- 
lege, 290 units; Panama Canal Zone, 2,495 
units; Ponce, P. R., Army Air Base, 200 
units; Fort Knox, Ky., 219 units; Navy 
Mine Depot, Yorktown, Va., 80 units; Ft. 
Jackson, Columbia, S. C., 150 units; Naval 
Air Station, Corpus Christi, Tex., 500 
units; Army Ordnance Depot, Charleston, 


Ss. C., 350 units, and Ft. Kamehameha, 
Schofield Barracks and Honolulu, 512 units. 





Should Train Men to Replace 
Those Called in Draft 


New Orteans, La., Jan. 6—The question 
of occupational deferment under the Selec- 
tive Service System is dealt with in a bul- 
letin of the Southern Pine Emergency De- 
fense Committee. Selective service, it says, 
is a democratic method whereby the military 
man power of the United States may be 
made available with the least possible disrup- 
tion of the social and economic life of the 
nation. In every State there has been es- 


tablished an office to advise on occupational 
deferments. In order that employers may 
handle deferment of employees called for 
military service, the Selective Service Sys- 
tem has suggested that each employer (1) 
list all registrants (ages 21 through 35) in 
his employ who do not have dependents, and 
(2) arrange for training of men to replace 
temporarily those who will be drawn. This 
information will enable a local board, which 
alone has power to grant deferment, to de- 
termine the classification of the registrant, 
and employer is then in a position to ask 
for deferment through proper channels. If 
an employer believes that a man in a key 
position is absolutely necessary in the eff- 
cient operation of his business, only then 
should a request for deferment be made. This 
request should be in the form of a sworn 
statement, and it should give (a) brief de- 
scription of the employee’s work and actual 
duties; (b) length of time he has been em- 
ployed; time he has been engaged in pres- 
ent work; and the time spent in training; 
(c) statement as to his skill and compara- 
tive standing in his trade, profession, or 
specialty. Attached io local boards is a 
“Government appeal agent” whose duty it is 
to protect the interests of both the registrant 
and the Government. The committee sug- 
gests that each manufacturer obtain from the 
local board information concerning the posi- 
tion of the registrant in the registration list, 
and all publicity, bulletins, and regulations 
which are available. 





Quartermaster to Buy Hard- 
woods Under New Rule 


MempPHuis, TENN., Jan. 6—Hardwoods are 
expected to be restored to the buying list 
of the Quartermaster General’s Construction 
Division for cantonment building. A list of 
acceptable species, prepared by the National 
Hardwood Lumber Association, and a rule 
for a special grade of No. 2, were agreed up- 
on in a conference between the Construction 
Quartermaster, the Lumber Division of the 
National Defense Advisory Commission, and 
representatives of the hardwood industry. 
Restoration of hardwoods to specification 
1700 E awaits publication of revised NHLA 
Rule Book incorporating the new grade. Its 
publication was delayed from Jan. 1 to per- 
mit inclusion of the rule for No. 2 construc- 
tion boards, but it is expected to be issued 
Jan. 8 or 9. The new rule reads as follows: 


No. 2 Construction Boards 

NOTE: This rule is designed to provide 
specifications for hardwood boards suit- 
able for structural use in Government 
cantonment and housing’ construction, 
and when specified in contracts will be 
applied by National Hardwood Lumber 
Association Inspectors as a special grade. 

Strips and boards under 2” nominal 
thickness, rough or dressed, for wall 
sheathing, roof sheathing and sub-floor- 
ing or worked to pattern, in the follow- 
ing species: 

Aspen, basswood, buckeye, chestnut, 
cottonwood, magnolia, poplar, willow, red 
gum, sap gum, black gum and tupelo. 

Shall be manufactured to specified sizes 
and shall be free of unsound defects that 
seriously impair the strength or prevent 
the use of the piece for purposes of 
strength in its full size. Each piece shall 
be sufficiently flat for use with ordinary 
nailing. 

Admits firm, tight PITH: WANE on not 
more than two corners, not exceeding on 
each corner one-third the thickness, one- 


(Continued on page 59) 
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Indiana Retail Dealers 
Evaluate the Future 


Seldom has any group of business men 
heen given so complete a picture of the 
possibilities of the future as were the lum- 
ber dealers attending the 57th Annual Con- 
vention of the Indiana Lumber and Build- 
ers’ Supply Association in Indianapolis. 
Moving rapidly from phase to phase of the 
basic activities that make up the lumber 
business today, dealers were skillfully pre- 
sented with a brilliant picture of the situa- 
tion in which the building industry must 
operate. 

Called to order by President G. Russell 
Dye, on January 7, the meeting was opened 
with an invocation given by Rev. Howard 
E, Anderson. President Dye read a mes- 
sage from the Chamber of Commerce of the 
United States mentioning the attention that 
undoubtedly would be given defense prob- 
lems. Mr. Dye spoke of the excellent con- 
dition of the association’s finances and af- 
fairs, giving unstinted credit to the asso- 
ciation secretary, field secretary, and board 
of directors. The association now enjoys 
the largest membership in history, he said. 
Much effort and time has been spent during 
the past year to solve the problem of un- 
taxed lumber crossing the Ohio River into 
the State. A survey has been conducted 
which will enable the association to intro- 
duce a proposal to the legislature that 
might help to prevent the influx of unde- 
sirable lumber into the State. A strong or- 
ganization, he said, was more than ever nec- 
essary to meet the problems of an industry 
operating in a competitive field. 


Secretary Reports Banner Year 


R. W. Slagle, secretary, reported that 
1940 had been the association’s best year. 
Success had been due to the underlying 
conviction of most lumber dealers “that we 
were passing through a critical period.” 
He suggested that the association set aside 
an appropriation to establish a speakers bu- 
reau to furnish speakers for district meet- 
ings. The past year, he stated, had been 
marked by an increase in requests for in- 
formation. The convention found the as- 
sociation with 507 paid members, more ex- 
hibits and a better program than ever be- 
fore. He urged dealers to spend time see- 
ing the exhibits. 

Speaking on the “Regulation of Motor 
Vehicles,” W. L. Snodgrass, district super- 
visor, Interstate Commerce Commission, 
pointed out that there were over 100,000 
carriers registered in the United States 
and possibly 150,000 not registered; that 
controlling these carriers was a large task, 
but that the dealers might help the I.C.C. 
and: themselves by providing the agency with 
the names and address of itinerant truckers, 
their license numbers, where loads were de- 
livered, and to whom. 

“Exposing the Termite” was the subject 
covered by W. A. Adam, Timber Engineer- 
ing Co., who was the last speaker. 

The second day opened with the Dealers’ 


Breakfast, Philip Bash presiding. Jack 
Bryant, managing director, Asphalt Shingle 
and Roofing Institute, New York City, an- 
swered the question, “Who Is a _ Sales- 
man?” He particularly emphasized the im- 
portance of selling as compared to order 
taking, and presented many cases of asso- 
ciated or creative selling. 

“New Markets for Concrete,” in homes, 
farm buildings, on highways, and on prop- 
erty were indicated by F. R. McComb, field 
engineer, Portland Cement Association. 

Pointing out that anger, hate, lack of co- 
operation, disloyalty, were all symptoms of 
trouble and not the trouble itself, Dr. J. L. 
Rosenstein, Indianapolis, delivered a_ talk 
on “Employer-Employee Relationship in Re- 
tail Business.” 

“Sell emotions,” he said. “No human 
being in the world is a logical animal, he 
is a psychological animal.” 


Discusses Real Estate Trend 


Of significance was the address of Roy 
Wenzlick, president, Real Estate Analysts, 
Inc., St. Louis, Mo. Speaking on ‘The 
Coming Boom in Real Etate and How It 
Affects the Building Material Dealer,” he 
introduced a number of interesting facts and 
past history reduced to charts. 

From his charts and study, Mr. Wenzlick 
drew the following interesting conclusions : 

Housing in 1941 will equal 1940, but de- 
fense housing will make up the difference 
lost by private building. Next June a new 
high in industrial production will be reached. 
The government is pumping out money and 
will continue to pump it out for four or five 
years for defense alone. Then will come 
a bad period, for money is being spent when 
business would go up anyway, but when 
business goes down, what then? 1941 will 
go down as the top year in wages, topped 
only by 1942. 

If England should surrender, there will 
be a short drop in prices, but the United 
States will continue rearming, and prices 
and building activity will increase. There 
has been little change in farm land value in 
the past four years. It will go up in 1941 
and 42—but not much. If the United States 
should get into the war would the uncer- 
tainty keep people from building? Lumber 
dealers might be faced with a shortage of 
building materials, but after a short lull will 
be able to build all they can handle. 

In spite of the fact that prices are higher 
—go ahead and build now—for building 
costs are lower now than they will be again 
in 10 to 15 years. The peak of the boom 
will be reached in 1943-44, possibly in 
1944-45, 

As for the repair and remodeling market, 
when new building slows down, a market in 
remodeling and repair will open, but the 
neighborhood controls the advisability of 
remodeling any given dwelling. If the prop- 
erty is below the level of the neighborhood, 
then remodel; otherwise it will not pay. 
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“Will prices of farm products level off 
with prices for other products? Industrial 
product prices will advance faster than farm 
product prices and the farmer will be at a 
disadvantage. He might get aid from the 
government though and that will help. 

“When do I think we will get into the 
war? I shouldn’t be surprised if we were 
in it by autumn. It may be we shail escape, 
but I don’t think so. 

“What about the investor buying several 
houses to rent out? It might be good. It 
might be the best investment, but home own- 
ers might be given greater protective legis- 
lation than owners with income property. 


How to Make Good Profit 


The afternoon meeting opened with J. L. 
Wood of New York City presenting “The 
Masked Prophet.” Here, the story of how 
a lumber yard could obtain a 9.1 percent net 
profit was given with the aid of slides. The 
ideas were presented in the form ofa playlet. 

Mrs. Bess Gearhart Morrison, Lincoln, 
Nebraska, followed with a talk on “What 
a Woman Thinks of the Retail Building Ma- 
terial Business.” 

“The Wage-Hour Law and Retail Dealer” 
was the subject discussed by John Suelzer, 
Jr., Fort Wayne, chairman, Special Wage 
and Hour Committee. He spoke of the rise 
of labor and the fact that the voice of labor 
might be heard more frequently in the years 
ahead. We might even have a labor con- 
trolled government, he said. Mr. Suelzer 
then read from the arguments prepared by 
the counsel retained by the National associa- 
tion. 

Ralph Carney, general sales manager, 
Coleman Lamp Co., talked on “Welding the 
Weakest Link” which he said was the link 
between retailer and consumer. The for- 
gotten man, he said, was the retail clerk. 
Billions can be spent on plants, raw mate- 
rials, transportation, promotion, and yet 
thousands of sales already half-made through 
advertising and development can be _ lost 
every year because the retail clerk is unable 
to complete the sale. 

Due to the closing date of this issue of 
the AMERICAN LUMBERMAN, the full report 
of the Indiana lumber dealers’ convention 
could not be included. The January 9 activi- 


ties of the convention, together with officers 
elected, will appear in the January 25 issue. 
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Southern Pine’s Year Reviewed 


New Or.eans, La., Jan. 6.—The year 
1940 has witnessed considerable increase in 
southern pine business—the largest volume 
of orders and shipments since 1929—largely 
due to the heavy demand for lumber by the 
Government for Defense construction, says 
H. C. Berckes, secretary-manager Southern 
Pine Association, in a review of the indus- 
try’s position. Prospects appear bright, he 
continues, for still larger business volume— 
with anticipated heavy demand for Defense 
housing, for further construction of canton- 
ments, for expansion of industrial plants, and 
for increase in commercial and _ residential 
construction. 


Added Costs Temporarily Offset by 
Better Prices 


Lumber production, however, has not kept 
pace with demand, he says, and the result 
has been a heavy accumulation of unfilled 
orders, and sharp reduction, or exhaustion, 
of stocks of some items. Demand for De- 
fense materials has been confined largely to 
specific items, grades and sizes, and efforts 
to accelerate production of these items will 
cause other items to accumulate. He believes, 
however, that demand generally will be 
closely balanced with supplies, and that in- 
ventories will not be seriously distorted. 
Stocks are considerably below normal, as a 
whole, and production problems, due to the 
Wage-Hour law and other restraints, are 
likely to hamper their speedy replacement. 
Synthetic controls through legislation, nota- 
bly in the southern lumber industry, are 
hampering the individual’s adjustment to 
economic changes, and there is a growing 
lack of the free play essential to a properly 
balanced supply and demand equation. For- 
tunately, the stronger markets have absorbed 
the increased cost of overtime production, 
and have allowed reasonable recompense to 
the operators, and that has enabled them, 
temporarily at least, to surmount some of 
the difficulties in production and distribution. 
But there is little inducement to accumulate 
high-cost supplies for a future market. 
Stocks, now abnormally low, are in need of 
replenishment, and accumulated order files— 
the largest since early 1929—must be shipped 
out. More production is needed for these 
purposes, and must be yielded in spite of 
Wage and Hour difficulties. 


Heavy Consumption Depletes Mill 
Stocks 


Production for 1940 will reach the largest 
total since 1929. Production in 1940 in- 
creased 4 percent over 1939. Production in 
the last six months of 1940 was 22 percent 
heavier than in the first six months, due 
chiefly to pressing demands from the Defense 
program. Production for the year has been 
5 percent below shipments, and has trailed 
orders by 9 percent. 

Shipments for 1940 will be the largest 
since 1929; they increased 7 percent over 
1939. About 96 percent of 1940 shipments 
were to domestic markets, only 4 percent 
moving to foreign markets. The leading ex- 
port markets in 1940, ranked according to 
volume, have been United Kingdom, West 





Indies, South America, Africa, and Central 
America. 

Orders booked during 1940 totaled 10 per- 
cent in excess of production, and 5 percent 
in excess of shipments. Orders, like produc- 
tion and shipments, have been the largest 
since 1929. Orders in 1940 increased 12 per- 
cent over 1939. Nearly 60 percent of 1940 
erders were booked in the second half of 
the year. In the first six months, orders 
were 1 percent below production; and in the 
second six months, they were 20 percent 
heavier than production. 

Consumption of southern pine in 1940 is 
estimated to have increased 4 percent over 
1939. Based on records which are complete 
for the first nine months of the year, the 
1940 consumption 
was distributed as 
follows: Building 
and construction, 81 
percent; boxes and 
crates, 9 percent; 
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Secretary-Manager, 
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railroads, 5 percent; 
fabricating, 2  per- 
cent; and exports, 3 
percent. 

It is estimated that 
total stocks of south- 
ern pine on Jan. 1, 
1941, will have 
reached a new record low mark, or to have de- 
creased 21 percent below the Jan. 1, 1940, level. 

An estimate is that unfilled orders on 
Jan. 1, 1941, will have reached the highest 
level since May 1, 1929. This is two and 
one-third times the orders accumulated on 
Jan. 1, 1940, and is 47 percent of the total 
stocks now on hand. 


Can Increase Supply in 1941 

Although stocks are abnormally low, due 
to the precipitous demand for Defense con- 
struction, the industry could, from its pres- 
ent supply of saw-timber—if the demand 
justified it and if production facilities were 
more relaxed—yield 10 billion board feet of 
lumber a year for twenty years, and still 
have left some 140 billion feet of regrowth. 
The industry will, therefore, be a permanent 
factor in the building materials trade, al- 
though its production will not be so largely 
concentrated as in former years, when more 
large mills were operating. 

It is estimated that up to Jan. 1, 1941, be- 
tween 800 million and one billion feet of 
southern pine will have been supplied for 
Defense needs—building new cantonments 
and enlarging others. It is confidently ex- 
pected that a large percentage of the lumber 
used for the Defense housing program, 
which the National Advisory Defense Com- 
mission estimates will require an additional 
billion feet in 1941, will be southern pine. 

If no unforeseen event should prevent it, 
there is no reason why the southern pine 
industry should not produce, sell and ship a 


volume of lumber in the new year equal to 
or better than its record of the past year. 
Expansion of all wood-using industries defi- 
nitely forecasts a heavy demand for lumber. 
If the mills can surmount their production 
and cost problems through a sustained large 
and sympathetic consumption in 1941, the in- 
dustry has nothing to fear. The economic 
outlook as a whole is less clouded, in spite 
of war conditions, than it has been in the 
past 12 years. It will be no time, however, 
for smug contentment with conditions, warns 
Mr. Berckes. Operators must keep on their 
toes, for large prospects imply large respon- 
sibilities, and close attention to organization 
and management. 





Railroad Freight Car Buying 


Is Continuing Program 


WasuincTon, D. C., Jan. 6.—J. J. Pelley, 
president Association of American Railroads, 
in a review of the position of the railroads, 
says: “New equipment is being added as 
traffic demands or the replacement of obso- 
lete equipment may require. In the current 
year the railroads installed in service 65,000 
new freight cars and 400 locomotives, and 
have 30,000 freight cars and 180 locomotives 
under construction. Since June 1, 1939, the 
number of freight cars in need of repairs 
has been cut in half. As a result, the num- 
ber of freight cars in need of repair is now 
less than it has been at any time back to 
1920. Based on _ conservative estimates, 
which take into consideration new freight 
cars actually put in service or under con- 
struction as well as those undergoing heavy 
repairs, the railroads will have at least 160,- 
000 more freight cars available this coming 
fall than they had two years ago. Car-buy- 
ing, however, is a continuing program, and 
unquestionably there will be a still further 
increase in such cars by next October.” 





Freight Loadings Forecast 


WasuinctTon, D. C., Jan. 6.—Freight car 
loadings in the first quarter of 1941 are ex- 
pected to be about 9.5 percent above actual 
loadings in the same quarter in 1940, accord- 
ing to thirteen Shippers’ Advisory Boards. 
Loadings of twenty-nine principal commodi- 
ties will be 5,572,106 cars in 1941, compared 
with 5,089,820 in the corresponding period of 
the preceding year. All boards estimate an 
increase, percentages of estimated increase 
by regions being : 


Pet. Pet. 

Ine. Inc. 
New England.. 5.6 Northwest ..... 4.0 
Atlantic States.10.5 Trans-Missouri- 
Allegheny ..... 18.2 eS eee 5.4 
Ohio Valley.... 2.3 Southwest ..... 6.4 
Southeast ..... 333 Pacific Coast... 5.7 
Great Lakes....11.4 Pacific 
Central Western 9.5 Northwest... 14.2 


Mid-West ..... 8. 

Percentages of increase estimated for com- 
modities in which lumbermen are especially 
interested follow: 


Lumber and forest products......... 19.8 
CN I ak Save oerns Sims © ewer 4.4 
GYEVOL GARG BOR BUONO. 60s 60. se enides 22.9 
Oe. RS Se Senta er eer ear eer ee 14.4 
Brick and clay products... .......06s: 30.0 
OSS Se ee 14.0 


Paper, paper board and prepared 
POGUES suc Wwi.wsa sc cheek @e be comes 8.7 
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Present Conditions Discussed 


by Hardwood Wholesalers 


Recognizing the need for organization to 
meet changing conditions keynoted the atti- 
tude of those who attended the 7th annual 
meeting of the National Association of 
Hardwood Wholesalers which was held at 
Congress Hotel, Chicago, Jan. 7. In his open- 
ing address, President Van Keulen empha- 
sized the thought that the wholesalers are a 
small organization held together, primarily, 
for the purpose of friendly relations between 
members of the wholesale end of the hard- 
wood lumber business. 

He stated further, “another purpose is to 
maintain an established organization that 
might come to be of great benefit and use 





Shown above are: left, Adrian Van Keulen, 

Grand Rapids, Mich., President, and G. A. 

Vangsness, Chicago, Secretary, National Asso- 
ciation of Hardwood Wholesalers 


in the future if anything should come up 
when the wholesale end of the lumber 
industry should establish themselves as a 
functioning body on matters affecting the 
wholesale end of the industry. At the pres- 
ent time there are no matters of unusual 
importance requiring extensive functioning 
of our membership as a united organization, 
but there may be a time in the future when 
such a purpose may be necessary—no one 
knows what the next twelve months are 
going to bring forth, but it is quite evident 
that during that period we are going to come 
face to face with many perplexing problems, 
in some of which it may be necessary to 
use, to the fullest extent, the powers of our 
organization.” 


New Type of Membership 


President Van Keulen also spoke of the 
Associate Contributing Membership which 
has been created to afford membership of 
a type which would provide the benefits of 
the organization, but at the same time would 
not have a vote on organization policy. This 
has met with a very satisfactory response. 
In this connection, Van Keulen stated, “and 
now, gentlemen, we cannot overlook and 
forget that a great deal of thanks for our 
success this past year is due to our genial 
and competent Secretary Vangsness, and 
also-to our Treasurer Al Ruth, both of 
whom have given generously and unstintedly 
of their time and talents.” 

Alexander Resa, Assistant Corporation 
Counsel, City of Chicago, welcomed the as- 
sembled delegates. He commented upon the 
fact that American progress has been based 
on the initiative and integrity of the indi- 


vidual, and this, he stated, has been the life 
blood of American business. He questioned 
the thought that world disaster might be a 
threat to these things. If this is so, it is 
the duty of the business man to preserve 
these ideals. Here the purpose of an associa- 
tion is to function in a manner calculated 
to further the objects and the ideals of the 
American business man. 


Talk by Sociologist 


“The Totalitarian State” (Can It Happen 
Here?) was the subject of an address by 
William Fielding Ogburn, Sewell L. Avery 
Distinguished Service Professor of Sociol- 
ogy at the University of Chicago. Mr. 
Ogburn prefaced his remarks with the state- 
ment that the attitude of the professional 
sociologist is one of detached analysis and 
research on a subject which, in this case, is 
a highly emotional topic. The totalitarian 
state, Mr. Ogburn believes, is one of the 
outstanding phenomena of our times. Dur- 
ing the time that he has spent abroad, he 
has come to the belief that the power of the 
dictators is not as absolute as is popularly 
thought. 

Following the talk by Mr. Ogburn, the 
resolutions and nominating committees re- 
ported, and all the officers were reelected. 
These are: President Adrian Van Keulen, 
Grand Rapids; Vice president A. R. Cope- 
land, Chicago; Vice president William 
Wheeler, Marshfield, Wis.; Treasurer A. H. 
Ruth, Chicago, and G. A. Vangsness of 
Chicago is again secretary. After the elec- 
tion the secretary’s report was read and 
accepted. This was followed by a general 
discussion when members from the various 
parts of the country discussed the market 
as it was in their territory at the present 
time, and what they believed the future mar- 
ket would be. In general, the expressions 
were of a favorable nature. At the close of 
this discussion the business session ad- 
journed, and there was a directors’ meetin”. 

During the evening there was a banquet in 
the Florentine Room, which was well en- 
joyed by members, their wives and the 
friends of members. The entertainment was 
provided by an organist, and a girl guitarist 
and girl accordionist. Group singing by the 
members did much to enliven the spirit of 
the occasion. 3 





Middle Atlantic Dealers Prepare 
Convention Schedule 


PHILADELPHIA, Pa., Jan. 6.—Philip W. 
Kniskern, of this city, president of the Na- 
tional Association of Real Estate Boards, 
and Roy Wenzlick, president of Real Estate 
Analysts, Inc., of St. Louis, will be among 
the principal speakers at the annual con- 
vention of the Middle Atlantic Lumber- 
men’s Association, to be held at the Belle- 
vue-Stratford Hotel here January 14-16. 
Other speakers on the convention program 
will include notable industrial, governmental 
and association officials. 

On the basis of interest already demon- 
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strated throughout its wide territory, the 
association has declared that the convention 
will be the largest in its history. More ex- 
hibit space also has been sold for the lum- 
ber and building materials display accom- 
panying the convention than in any previous 
year. “This year of 1941,” President Kings- 
ley said in his announcement of program 
details, “offers the greatest possibilities in 
years to lumbermen in this territory. The 
convention, shaped to what we believe are 
the outstanding needs and opportunities of 
the industry at this time, will present in- 
valuable data on new markets, new methods, 
new products, and new ideas.” 





ELSA Plans Annual Midwinter 
Dinner and Entertainment 


PHILADELPHIA, Pa., Jan. 6—The annual 
midwinter dinner and entertainment of the 
Eastern Lumber Salesmen’s Association will 
be held Tuesday night, January 14, at Kug- 
ler’s Restaurant in this city. Since the 
Middle Atlantic Lumbermen’s Association 
has no evening event scheduled for this date, 
the first day of its convention, it is ex- 
pected that many dealers in town for the 
convention will be guests at the ELSA 
dinner. 





Plans for Wholesalers’ Meeting 
Are Announced 


Boston, MAss., Jan. 7.—The annual meet- 
ing of the New England Wholesale Lumber 
Association will be held at the University 
Club, Boston, Jan. 30, with the business ses- 
sion in the afternoon followed by the annual 
dinner at 6:30, President Bailey will pre- 
side at the evening function when the speak- 
ers will include Hon. Ralph E. Flanders of 
Springfield, Vt., president of the New Eng- 
land Council, and J. F. Campbell, Federal 
Director Northeastern Timber Salvage Ad- 
ministration, who will report upon the ac- 
tivities of his department and outline what 
remains to be done in completing the job. 





Preparedness Keynotes Coming 
Northeastern Convention 


RocHester, N. Y., Jan. 7.—In keeping 
with the times the Northeastern Retail Lum- 
bermen’s Association’s convention committee, 
in developing its slogan “Be Prepared” for 
the forthcoming 47th annual convention, is 
giving every recognition to the importance 
of preparedness on the part of industry on 
all of its varied fronts. 

The convention program is being designed 
to enable every Northeastern dealer to pre- 
pare himself for the kind of conditions which 
he will face in the important year ahead. 
Practical, down-to-earth members of the 
building industry face a year entirely differ- 
ent from any which they have known during 
the past decade. To what heights new con- 
struction will rise in 1941, to what extent 
will Government development of the defense 
program affect and influence the workings 
of the industry, what kinds of business to 
anticipate—these are the things which con- 
cern and which interest Northeastern deal- 
ers at the beginning of 1941. 
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What the Associations Are 
Planning and Doing 


Complete Plans Are Announced 
for Northwestern Meeting 


MINNEAPOLIS, MINN., Jan. 8.—Col. Wil- 
liam B. Greeley, secretary-manager of the 
West Coast Lumbermen’s Association, Eric 
Sevareid of radio war reporting fame, 
George D. Tubbs, president of the South- 
western Lumbermen’s Association and Dr. 
Richard Campbell Raines will be among 
the headliners at the 51st annual convention 
of the Northwestern Lumbermen’s Associa- 
tion, which opens at the Municipal Audi- 
torium Jan. 14. Some other features, as 
announced by Ormie C. Lance, secretary, fol- 
low in brief: Tuesday, Jan. 14: Registra- 
tion; president’s annual message, President 
L. H. Piper; patriotism dramatized, drama- 
tic stage presentation, “Sweet Land of Lib- 
erty’; “Why I Am Alive,” Dr. Raines; 
Hoo-Hoo concatenation; banquet and enter- 
tainment. Wednesday, Jan. 15: Old Tim- 
ers’ meeting; discussion of farm market pos- 
sibilities, increasing volume of profitable 
sales and reducing credit losses; convention 
committees’ meeting; “Lumber and National 
Defense,” Col. Greeley; “Am I My Brother's 
Keeper?”, George D. Tubbs: “Is This 
You?", dramatized merchandising: “South 
Americana’, entertainment and dance. Thurs- 
day, Jan. 16: Annual meeting, Inter-Insur- 
ance Exchange: committee reports; election 
of officers; “Europe’s Last Front,” Mr. 
Sevareid. A ladies’ bridge party and other 
entertainment are to be among the “extra” 
features. 





Freight Claims Must Be Filed 
Within Two Years 


Attention is called by J. E. Johnson, traffic 
manager of Southwestern Lumbermen’s As- 
sociation, Kansas City, Mo., to the fact that 
the 1940 Transportation Act provides that 
overcharges or undercharges on railroad ex- 
pense bills, covering interstate shipments 
that moved since Sept. 18, 1940, become out- 
lawed if claims are not filed before the ex- 
piration of two years from date of move- 
ment. 





Northwest Conference Re-elects 


Many Officers 


SPOKANE, WaAsH., Jan. 7.—Because of the 
presence of foresters from California, Ore- 
gon, Washington, Idaho and Montana at the 
annual meeting of the forestry division of the 
Northwest Scientific Association, the yearly 
meeting of the Northwest Conference for 
White Pine Blister Rust Control was held 
immediately following the regular weekly 
meeting of the Spokane Hoo-Hoo Club. 
Laurence R. Hamblen was re-elected presi- 
dent; E. R. Edgerton, secretary, and Joel E. 
Ferris, treasurer. Vice presidents reelected 
were the deans of forestry schools; Walter 
Mulford, Berkeley, Calif.; Earl G. Mason, 
Corvallis, Ore.; Hugo Winkenwerder, Se- 
attle, Wash.; D. S. Jeffers, Moscow, Idaho 
and T. C. Spaulding, Missoula, Mont. 


Grant Dixon, president Western Pine Manu- 
facturing Co., and David E. Brown, secre- 
tary-treasurer, Long Lake Lumber Co. were 
elected trustees in place of G. F. Jewett, vice 
president, Potlatch Forests (Inc.), and 
James M. Brown, president, Long Lake 
Lumber Co. 





Texas Association Appoints 
New Secretary 

Houston, TeEx., Jan. 8.—Jack C. Dionne, 
of Houston, has been elected secretary of 
the Lumbermen’s Association of Texas, suc- 
ceeding Neal Pickett, who, in November 
last, was elected Mayor of the City of 
Houston. Mr. Di- 
onne is not new to 
the office. When the 
late Sam T. Swin- 
ford died in 1912, 
Mr. Dionne, then a 
lumber journal edi- 
tor, was elected to 





JACK C. DIONNE, 
Houston, Tex., 
Secretary 





succeed him, and he 
retained the office 
until April, 1929, 
when he resigned. 
He is publisher of a 
lumber magazine 
published in Hous- 
ton, which business he inaugurated in the 
early part of 1913. He is well known to the 
Southwestern lumber fraternity in general, 
and to the members of the lumbermen’s as- 
sociation, young and old. 





Mississippi Valley Salesmen Ob- 
serve Half Century 


MINNEAPOLIS, MINN., Jan. 6.—At the fif- 
tieth annual convention of the Mississippi 
Valley Lumber and Sash and Door Sales- 
men’s Association, held at the Hotel Radis- 
son here Dec. 30, officers were elected, re- 
ports of committee chairmen on the progress 
of the organization heard, and the member- 
ship voted to cooperate with the Twin Cities 
Hoo-Hoo Club in staging a Hoo-Hoo ban- 
quet and salesmen’s soiree during the con- 
vention of the Northwestern Lumbermen’s 
Association. 

T. T. Jones of the T. T. Jones Lumber 
Co., Minneapolis, was elected president to 
succeed W. M. Wattson. Others chosen to 
serve during the ensuing year were T. P. 
Bonner, vice president; F. B. Anderson, sec- 
retary; T. M. Partridge, treasurer; Parker 
Betzer and H. A. Bengston, members of the 
executive committee. 

Mr. Anderson: succeeds J. F. Hayden, who 
died Christmas day, and who had been secre- 
tary for a number of years. 

T. M. Partridge, the first speaker, re- 
viewed the history of the organization, point- 
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ing out that the convention marked the half 
century anniversary of the association's 
birth. He read the list of 35 charter mem- 
bers, noting that five of them, G. G. Backus, 
H. B. Waite, James G. Wallace, W. O. 
Barndt and himself are still living. 

The report of the membership committee, 
comprised of Torval Hansen, W. C. Morley 
and George Swanson, disclosed that 34 new 
members have been added to the rolls during 
the past year. 

Mr. Partridge was presented with a pen 
set as a token of long and active service in 
behalf of the association, and it was decided 
to send a letter of condolence to Mrs. J. F. 
Hayden. 

Ira LeVesconte was re-appointed chairman 
of the flower committee. 

After the business session a smorgasbord 
dinner was served in the hotel’s Gold Room. 





Pacific Northwest Inspectors 
Hold Election 


ABERDEEN, WASH., Jan. 6.—Ed Carlson of 
Aberdeen has been elected president of the 
Grays and Willapa Harbor unit of the Pa- 
cific Northwest Lumber Inspectors. G. E. 
Crosby of Raymond was named vice-presi- 
dent and F. S. Preston of Aberdeen was re- 
elected secretary-treasurer. Other officers 
chosen included Peter [*ulseth, sergeant-at- 
arms; J. D. Beard, Ed Carlson, L. E. Harris. 
H. M. Olson, F. S. Preston, trustees; J. D. 
Jeard. G. E. Crosby, Knute Haukelid, R. F. 
Dahlgren and M. E. Greenwood, alternates. 
The shop committee is George Best, H. M. 
Olson, Knute Haukelid. The district coun- 
cil members are William Foelkner and M 
G. Crisp. E. M. Greenwod and E. J. Wat- 
kins are labor council delegates. J. D. 
Beard was named to the welfare committee. 





Houses to Suit Conditions 
Is Topic of Meet 


St. Pau, MINN., Jan. 7.—‘‘Houses that 
Suit Minnesota Conditions” will be the sub- 
ject of discussion Jan. 20 at the forty-first 
annual farm and home week at the Univer- 
sity of Minnesota farm school here. The 
“week” will continue from Jan. 20 through 
Jan. 25. Other subjects of interest to lum- 
ber dealers will be septic tank construction, 
paint, barn and building plans and small 
grain storage problems. 





Bad Weather Lessens Attendance 
at Southwestern Ontario 


Toronto, Ont., Jan. 7—The anuual meet- 
ing of the Southwestern Ontario Retail 
Lumber Dealers’ Association, which was 
held recently at Chatham, Ont., occurred 
during stormy weather and had a rather 
small attendance. President C. R. Roushorne 
reported that during the year, several mat- 
ters relating to trade ethics had been very 
satisfactorily settled. He expressed the ap- 
preciation of the dealers for the cooperation 
received from wholesalers in this respect. 

G. B. Gallagher, Burlington, Ont., ex- 
plained his proposition for furnishing illus- 
trated catalogues for retail lumber dealers to 
offset the competition of mail order houses. 
The idea was approved by the dealers and 
two of them were appointed as a committee 
to lay the matter before dealers in their own 
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PAINT e ENAMEL « VARNISH 


Foy’s Famous Finishes—backed by 
almost a half century of specialized 
manufacturing experience—have last- 
ing and covering qualities that users 
want. They are, therefore, not only 
easier to sell, but you can make 


UP TO 67% PROFIT 


The Foy Line is complete—paints, 
enamels, stains, varnishes, etc. for 
every indoor and outdoor surface. 
Your mark-up on these top-quality 
products reaches 67% on _ regular 
items, as much as 85% on specialties! 
Decide now for increased paint sales 
—bigger paint profits—in 1941. Write 
for details of Foy’s Merchandising 
Plan and the Foy Exclusive Fran- 
chise for your territory. 


THE FOY PAINT CO., INC. 


Mokers of Quality Paints 








for Nearly a Half Century 


CINCINNATI, OHIO 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











FROM THE BARN DOOR HANGER 
TO THE TINY CABINET HINGE 


Every item of Stanley Hardware is built and 
priced for the satisfaction of you and your 
customers, and advertised so it will sell easily 
and profitably. Catalog No. 61 describes the 
line. The Stanley Works, New Britain, Conn. 


(STANLEY) HARDWARE FOR CAREFREE DOORS 
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SCRIBNER’S LUMBER & LOG BOOK 


Indispensable for lumber merchants, sawmill men, etc., 190 
pages, vest pocket size, giving tables on scantling and plank 
measure, round timber reduced to square timber and ro 

logs reduced to ineh measure by Doyle’s Rule, log tally cal- 
culations, and other valuable information. Over 2,500,000 


seri 50¢ 


S. E. FISHER, Publisher 
POSTPAID 








195 Platt St., Rochester, N. Y* 
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districts. Mr. Gallagher was also invited to 
call on other dealers in the Southwestern 
district. 

The secretary-manager reported on Do- 
minion Government's Interim Budget, the 
Excess Profits Tax, and the National Hous- 
ing Act. 

The election of officers and directors re- 
sulted in a motion to reelect the 1940 officers. 





Southwestern to Feature 
Younger Members 

Wicuitra, Kan,. Jan. 8—A_ streamlined 
convention in every sense of the term will 
he the Southwestern’s 53rd annual conven- 
tion at Wichita, Kan., on January 28-30. 
Pursuant to a plan adopted whereby the 
younger men in the organization will have 
a larger share in the direction of its affairs, 
all of the convention committees have been 
made up of young men. The result of their 
handiwork means a convention with many 
innovations. All formal reports such as the 
president’s annual address, and the secre- 
tary’s report will be dispensed with. 

Two men from the younger group will 
have places on the business program. Charles 
Kemper, of the Kemper Lumber Co., Troy, 
Mo., will talk on “Problems of the Small 
Town Operator.” Fred Stephenson, of the 
Stephenson-Browne Lumber Co., of Chick- 
asha, Okla., will address the convention on 
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subject, “Rising Costs of Doing Business.” 
Entertainment program includes a_ban- 
quet, with Hon. Henry Jj. Allen as the 
banquet speaker, and Carthel Robbins, of 
Stuttgart, Arkansas, as toastmaster, a big 
stag, and a heavy program for the ladies. 





Northeastern Manufacturers An- 
nounce Date of Meeting 
New York, N. Y., Jan. 7.—The eighth 
annual meeting of the Northeastern Lumber 
Manufacturers’ Association will be held Jan. 
23 at the Commodore Hotel here. The pro- 
gram is not yet definite, but it has been 
announced there will not be a lot of dull 
speeches. Members are invited to plan on 
coming and bring a neighbor. All are like- 
wise invited to attend the Northeastern Re- 
tail Lumbermen’s Association meeting at the 
Pennsylvania Hotel on Jan. 21-23. 





Loadings of Revenue Freight 


The car service division of the Associa- 
tion of American Railroads reports that rev- 
enue freight for the two weeks ended Dec. 
28 totaled 1,243,062 cars, showing a de- 
crease of 231,783 cars below the number 
for the two weeks ended Dec. 14. Forest 
products loadings of 61,635 cars show a 
decrease of 17,791 cars below the number 
for the two weeks ended Dec. 14. 


Coming Conventions 


Jan. 14-16—Northwestern Lumbermen’s 
Association, Minneapolis Auditorium, 
Minneapolis, Minn. Annual. 

Jan. 14-16—Middle Atlantic Lumbermen’s 
Association, Bellevue - Stratford Hotel, 
Philadelphia, Pa. Annual. 

Jan. 15-16—Carolina Lumber & Building 
Supply Association, Hotel Charlotte, 
Charlotte, N. C. Annual. 

Jan. 20-22—Mountain States Lumber Deal- 
ers’ Association, Shirley-Savoy Hotel, 
Denver, Colo. Annual. 

Jan. 21—Intercoastal Lumber Distribu- 
tors’ Association, National Republican 
Club, New York. Annual. 


Jan. 21-23—Northeastern Retail Lumber- 
men’s Association, Hotel Pennsylvania, 
New York, N. Y. Annual. 

Jan. 21-23—Kentucky Lumber & Supply 
Association, Brown Hotel, Louisville, 
Ky. Annual. 

Jan. 23—Northeastern Lumber Manufac- 
turers’ Association, Commodore Hotel, 
New York, N. Y. Annual. 

Jan. 24—Indiana Hardwood Lumbermen’s 
Association, Severin Hotel, Indianapolis, 
Ind. Annual. 

Jan. 28-30—Southwestern Lumbermen’s 
Association, Municipal Forum, Wichita, 
Kan. Annual. 

Jan. 29-31—Ohio Association of Retail 
Lumber Dealers, Neil House, Columbus, 
Ohio. 

Jan. 30—New England Wholesale Lumber 
Association, University Club, Boston. 
Annual. 

Jan. 30-31— Pacific Division, National 
Wooden Box Association, San Francisco, 
Calif. Annual. 

Feb. 4-5—Canadian Lumbermen’s Associa- 
tion, Mount Royal Hotel, Montreal, Que. 
Annual. 

Feb. 4-6—Michigan Retail Lumber Deal- 
ers’ Association, Pantlind Hotel, Grand 
Rapids, Mich. Annual. 

Feb. 4-6—American Wood Preservers’ As- 


sociation, Brown Hotel, Louisville, Ky. 
Annual. 


Feb. 5-7—Lumber Dealers’ Association of 
Western Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. Annual. 


Feb. 5-7—Iowa Retail Lumbermen’s Asso- 
ciation’s Eighth Annual Merchandising 
Clinic, Des Moines Coliseum, Des Moines, 
Iowa. Annual. 

Feb. 10-12—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
West Virginian Hotel, Bluefield, West 
Va. Annual. 

Feb. 12-14—Lumber and Supply Dealers’ 
Council, Convention and Building Mate- 
rial Exhibit, Ansley Hotel, Atlanta, Ga. 
Annual, 

Feb. 11-13—Illinois Lumber & Material 
Dealers’ Association, Stevens Hotel, Chi- 
cago. Annual. 

Feb. 13-15—Ontario Retail Lumber Deal- 
ers’ Association, Royal York Hotel, To- 
ronto, Ont. Annual. 

Feb. 18-20—Wisconsin Retail Lumbermen’s 
Association, Milwaukee Auditorium, Mil- 
waukee, Wis. Annual. 

Feb. 19-21— Virginia Building Material 
Association, Hotel John Marshall, Rich- 
mond, Va. Annual. 

Feb. 20-21—Southern Safety Conference, 
Tutwiler Hotel, Birmingham, Ala. An- 
nual. 

Feb. 20-22—Western Retail Lumbermen’s 
Association, Olympic Hotel, Seattle, 
Wash. Annual. 

Feb. 25—Northern Indiana and Southern 
Michigan Retail Lumber Dealers’ Asso- 
ciation, Indiana Club, South Bend, Ind. 
Annual. 

Feb. 26-28—Nebraska Lumber Merchants’ 
Association, Omaha Municipal Audi- 
torium, Omaha, Neb. Annual. 

March 6-7—Southwestern Iowa _ Retail 
Lumbermen’s Association, Chieftain Ho- 
tel, Council Bluffs, Iowa. Annual. 

March 11-12—North Dakota Retail Lum- 
bermen’s Association, City Auditorium, 
Fargo, N. Dak. Annual. 

March 12-14—Louisiana Building Mate- 
rial Dealers’ Association, Roosevelt Ho- 
tel, New Orleans, La. Annual. 

March 20-21—Mississippi Retail Lumber 
Dealers’ Association, Robert E. Lee Ho- 
tel, Jackson, Miss. Annual. 

April 15-17—American Forestry Associa- 
tion, Ambassador Hotel, Los Angeles, 
Calif. Annual. 
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DEFENSE 


(Continued from Page 53) 

sixth the width and one-third the length 
of the piece; SPLITS or through checks 
in each end not exceeding in length the 
width of the piece; STAIN; SLIGHT 
SHAKE not exceeding one-sixth the 
length of the piece; SEASON CHECKS; 
HOLES not over 4” in diameter; KNOTS 
not necessarily sound, size of any one knot 
not to exceed in average diameter 14” 
in 2” widths, 1%” in 3” widths, 2%” in 4” 
widths, 3” in 6” widths, 3%” in 8” widths, 
4” in 10” widths, 4%” in 12” widths and 
>” in wider widths; one 1” KNOT HOLE 
in 4” and wider. 

CROOK (deviation edgewise from a 
straight line) is based on 16’ length in 
strips and boards, and _ proportionate 
amounts of crook will be admitted in 
longer or shorter pieces as follows: 


Widths Crook Allowed 
2” and 3” 314” 
4” a” 
5” and 6” 214" 
7” and 8” 236” 
9” and 10” 2” 
11” and 12” 1%” 


SLIGHT CUP will be admitted. Cup 
is a curve across the grain or width of 
«a piece and is measured at the point of 
greatest deviation from a_ straight line 
drawn from edge to edge of a piece. Based 
on a piece 12” wide slight cup admits a 
maximum deviation of 4%”. 
wider pieces may have_ proportionate 
amounts of cup. 

SLIGHT SKIPS in surfacing, the aggre- 
gate area not exceeding in square inches 
six times the width of the piece, will be 
admitted. A skip is caused by the planer 
knife failing to surface smoothly. 

HEAVY TORN GRAIN (not more than 


Narrower or 
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4%” deep) and CHIPPED GRAIN (part of 
the surface chipped or broken out in very 
short particles below the line of cut) the 
aggregate area not exceeding 25 percent 
of the surface of the piece, will be ad- 
mitted. 

These specifications define the poorest 
piece admitted in the grade. 





Remodels Treasure Island 

SAN FrRANcISscO, CALIF., Jan. 4.—Treasure 
Island, site of the 1939 and 1940 Golden Gate 
International Expositions, is slated to be- 
come a Navy base with completion of nego- 
tiations between the Navy and city officials. 
Large wooden exposition palaces and other 
buildings will be remodeled. Some 30 mil- 
lion board feet of lumber was used in expo- 
sition buildings and an additional 20 million 
board feet in the Federal, State and county 
structures. 





New Teco Distributor Serves 
in Three States 


CINCINNATI, OHI0, Jan. 6.—Incorporation 
of the Timber Engineering Co. of Ohio, for 
the promotion and sale of timber connector 
construction in Ohio, Kentucky and southern 
Indiana is announced by Arnold Neuffer, 
president, who adds that “in the area to be 
served by our company, timber connectors 
have been found particularly efficient in 
warehouse roof truss construction, bridges, 
trestles, and various railway structures.” 
Company offices are at 1816 Central Park- 
way, Cincinnati. 


Makes Subsidiary a Part of 
Parent Company 


PitrsBURGH, Pa., Jan. 4.—Stockholders of 
The Wood Preserving Corp., a Koppers Co. 
subsidiary, at a special meeting here re- 
cently voted to liquidate the corporation. 
Beginning with the new year its business is 
being conducted as an operating and sales 
division of Koppers Co., it is announced by 
G. B. Shipley, board chairman and W. F. 
Munnikhuysen, president of the corporation. 

Mr. Shipley and Mr. Munnikhuysen 
stated that the action was taken in order to 
simplify the Koppers corporate structure and 
to further integrate operating and sales ac- 
tivities with other divisions of Koppers Co. 

It is stated that no changes will be made 
in the general management of Wood Pre- 
serving plants. 

The corporation is engaged in the prefab- 
rication and pressure treatment of timber, 
with creosote and other wood preservatives, 
for structural and bridge timbers, telegraph 
and telephone poles, highway posts, railroad 
ties, building lumber and marine piling and 
docks. Twenty-one plants for the treatment 
of wood are operated in 17 States and sales 
offices are maintained in 20 cities. 

The Wood Preserving Corp., also owns 
and operates the Ayer and Lord Marine 
Ways, Paducah, Ky. which builds and re- 
pairs water craft. This also will become a 
part of Koppers Co., Wood Preserving 
division. 
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trade. 


With ample timber supply and an electrically- 
operated plant, the Rosboro Lumber Company 
offers you the best of top-quality lumber and lum- 
ber products in Old-Growth Douglas Fir. All Build- 
ing and Factory Items in all regular patterns. All 
Rosboro lumber, except timbers and ties, is scien- 
tifically KILN-DRIED. Our manufacturing equipment 
is of latest improved type, insuring highest-grade 


production. 


T. W. Rosborough, President. B.S. Cole, Secretary-Treasurer 
W. E. Cooper, Vice-President. C. G. Atkinson, Sales Mgr. 





Modern mills . . a skilled, experi- 
enced organization ... devoted to 
the better service of the retail lumber 
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ROSBORO LUMBER COMPANY 


OREGON 


SPRINGFIELD 
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Heros Why 
WELDWOOD PLASTIC 
RESIN GLUE IS 
VY WATERPROOF 
STAIN FREE 
y ROT PROOF 


TREMENDOUS 
STRENGTH 


YY QUICK ACTING 


COLD SETTING 
PLASTIC 


Write for full particulars 


UNITED STATES PLYWOOD CORP. 


616 West 46th St. New York, N. Y. 





AND BIRCH 
LOORIN CG 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&SJIWWELLS 


LUMBER COMPANY 
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BROWN DIMENSION CO. | 


ee Sis _MANISTIQUE, MICHIGAN 











WHITE PINE (2te— 


California White 
Also and Sugar Pine 


Fir Wallboar Went’ Count Products 


William Schuette Company 


New York 
Office—4i East 42d St. 





PITTSBURGH, PA. 
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Here’s What's New 


New Siding Now Available 
Throughout Nation 


lormerly distributed only to the Eastern 
trade, “Ru-ber-oid Eternit Vitramic,” re- 
cently developed hard-surfaced asbestos sid- 
ing manufactured by The Ruberoid Co., 500 





Fifth Ave., New York, N. Y. is now avail- 
able to dealers in all sections of the Nation. 
The fused vitreous surface finished in wood 
grain texture is said to be dirt resistant and 
will return to its original whiteness when 
cleaned with water. Company tests show 
that it is fireproof, waterproof and so hard 
that it cannot easily be scratched. Further 
information may be obtained from The 
Ruberoid Co. 





Folder Gives Information About 
New Fibre Tile 


A new two-color folder describes and il- 
lustrates Upson “Dubl-Thik Fibre-Tile,” a 
tile-like panel material for kitchens and 
baths in new and old homes recently devel- 
oped by The Upson Co., Lockport, N. Y. 
The booklet shows a variety of uses for 
the panels and contains directions for their 
application and finishing. The material is 
said to combine a highly satisfactory sur- 
face with efficient insulating values. It has 
deep tile indentations. A copy of the book- 
let will be sent upon request to the manu- 
facturer. 





New Model Added to Stoker Line 


A new stoker for small homes, model 20, 
has been added to the “Fire-Guard Auto- 
matic Coal Burner” line manufactured by the 





Peerless Manufacturing Corp., Louisville, 
Ky. Circulation of air is accomplished with 
a sirecco type fan which is said to operate 
on comparatively little motor power. The 
Y% horsepower motor is equipped with an 
automatic reset overload switch designed to 


protect the mechanism in case of overload 
caused by foreign material entering the hop- 
per or coal tube. Tuyeres of alloy cast iron 
are of special sectional design to allow for 
contraction and expansion. The graduation 
of air ports to compensate for the difference 
in feeding of fine and large coal to various 
parts of the retort and other features are 
described in a folder which will be sent 
upon request to the Peerless company. 





New Packaged Insulation 
on Market 


A new packaged insulation is now being 
produced by the General Insulating & Manu- 
facturing Co., Alexandria, Ind. The new 
material distributed under the name “Gimco 
Sealal Blankets” is a blanket type of rock 
wool insulation encased in paper with 
flanges extending lengthwise to facilitate at- 
tachment to studs and joists. One side is 





covered with heavy vapor proofed paper, the 
other with crepe type paper. 

It is said that a carton of one inch thick 
material which comes 15 inches wide and 72 
feet long will insulate 96 square feet. 

The two inch thick blanket 15 inches by 
36 feet insulates 48 square feet per carton, 
while a carton of three by 15 inch by 24 
foot material covers 32 square feet. 

The convenient form of the material is 
said to increase speed and efficiency of in- 
sulation installation. 





Neutral-tone Bathroom Cabinet 
Blends With Any Color Scheme 


A new line of deluxe bathroom cabinets 
is being offered by the Miami Cabinet Divi- 
sion of The Philip Carey Co., Middletown, 
Ohio. Bodies of the cabinets are one piece 
stainless steel units with corner reinforcement 
angles of the same material. The neutral 
satin metal finish is said to blend with any 
bathroom color scheme and contrast with the 
polished steel mirror frames. A special ad- 
vantage claimed for the new unit is a perma- 
nent smooth surface unaffected by salt air 
or spilled medicine. Both tubular and flores- 
cent lighting fixtures are also offered by 
Miami. An interior and night light for the 
cabinet is available. 
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Weatherstrip and Sash Balance 
Combined in One Unit 


A new combination unit of weatherstrip 
and spring sash balance is said to not only 
make double hung sash weathertight at the 
jambs but also to 
balance both upper 
and lower sash for 
any size window. 
The new equip- 
ment, called “King- 
strip” is being man- 
ufactured by The 
Protex Manufac- 
turing Co., Chi- 
cago, Ill. Economy 
is one of its fea- 
tures. For new sash 
the device is in- 
stalled with plank 
frames. On old 
frames it simply 
covers pulley holes 
and provides a new 

: metal runway for 
both sash. “Kingstrip” consists of a double 
metal housing of aluminum alloy with en- 
closed spring of tempered rust-proof metal. 




















Process Prepares Galvanized 
Metal for Painting 


A new galvanized sheet metal is _ sub- 
jected to chemical and metallurgical proc- 
esses that change its surface finish so that 
it is particularly receptive to paint. The new 
product, called ‘“Colorbond” is manufactured 
by The Newport Rolling Mill Co., Newport, 
Ky. It is said the process does not impair 
the galvanizing and thus, when painted, the 
metal has a double protection against the 
elements. According to the manufacturer 
paint, enamel, varnish, lacquer and other fin- 
ishes may be used without the fear that the 
spelter coating on the metal will cause the 
paint to lose its elasticity and durability. 
“Colorbond” is available in all sizes and 
gauges. 


Southern Plant Purchased by 
Nail Company 


Evanston, ILL., Jan. 8.—The recent pur- 
chase of a factory building at Birmingham, 
Ala. has been announced by the Dickson 
Weatherproof Nail Co., whose offices and 











ACTUAL SIZE 
Standard 1%” 

h Lead Head Nails 
fl, 88 to the pound 


main plant have been located here since the 
company was founded 14 years ago. 

The newly purchased building will be 
used as a Southern branch plant for the 
manufacture of the company’s lead head roof- 
ing nails. It has been acquired principally 
to relieve congestion at the Evanston plant 


caused by an ever increasing demand for the 
Dickson product. 

George E. Dickson, president of the com- 
pany, says that the Southern location is log- 
ical for their branch because much of the 
company’s business is in Southern states, and 
a considerable portion of its export business 
moves from gulf ports. 

“Lead head nails,” Mr. Dickson explains, 
“are designed to drive directly through un- 
punched lapped steel roofing sheets without 
impairing their lead caps. The purpose of 
the cap is to seal the nail holes with lead 
thus making the roof water tight and pro- 
tecting it from rust starting at the nail 
holes.” 

Dickson nails are of three types. Most 
production is of the standard barbed style. 
The lock ring model is recommended for 
country where wind vibration is severe or 
heat expansion extreme. The lock screw 
nail turns as it is driven and is claimed to 
have great holding strength. 

The Dickson manufacturing process is a 
fast machine operation using cold lead, and 
is said to cut costs. 





Announce Winners in Dealer 
Promotion Contest 


New York, N. Y., Jan. 2.—First award 
in Johns-Manville’s cash prize contest to se- 
lect the best publicity and promotion cam- 
paign of 1940 by a J-M dealer went to C. A. 
Stuck & Sons, Inc., Jonesboro, Ark., it was 
announced recently by H. M. Shackelford, 
J-M vice president in charge of sales pro- 
motion and one of the contest judges. 

Dual awards for second place were made 
to the W. H. Sawyer Lumber Co. of Wor- 
cester, Mass., and the T. W. Ramsey Lum- 
ber Co., Tampa, Fla., while duplicate third 
prizes were won by six other J-M dealers. 

According to Mr. Shackelford, the contest 
was designed to stimulate a “consistent pub- 
licity and promotional campaign among J-M 
dealers to supplement the regular advertis- 
ing campaign which each dealer carries on 
during the course of a year.” 

Other judges of the contest were L. C. 
Hart, vice president and salesmanager of the 
building materials department, and Arthur A. 
Hood, director of dealer relations. 





Enlarges Plant to Accommo- 
date New Process 


For the third time since its manufacturing 
plant was established in Chicago, Ill. four 
years ago, Ceco Steel Products Corp., has 
completed an addition to its facilities to en- 
able it to meet the demand for its products. 

According to Ned A. Ochiltree, vice-presi- 
dent-in-charge of manufacturing, the latest 
expansion, an addition that increases its ca- 
pacity 50 percent, was made principally to 
boost production of Ceco steel windows and 
to facilitate the process of “Bonderizing” 
which has recently been incorporated in their 
production methods. 

This process is one by which Ceco steel 
windows are automatically cleaned, “Bond- 
erized,” painted and baked at 300 degrees 
F. It is said that this method locks the paint 
and steel together, ‘and prevents finish chip- 
ping or peeling. According to the manufac- 
turer, “Bonderizing” also seals the metal 
from any moisture and the necessity for fre- 
quent repainting is eliminated. 





SAFEGUARDS TO 
NEW BUILDING 





TECO 


TERMITE SHIELDS 


are scientifically designed termite 
barriers...100% effective protection 
in Termite areas. TECO Shields are 
LevVch cod MES Cobeeh ol=to MB bol d-Sas bt aebele Mi ob a-tole 
So} obs Lo) bol t-te MN ob uo) ¢-\eh co) c-Met MB Coltbelelor 
tion points of termite entry. Stock 
requires little room—profitable sales 
fobusMot-t-j0bu-to Wb beMobaztol-mtael-su-m cb aeeb ests 
ob use Ws ob de) o} -5 001 


FOR OPEN SALES AGENCIES 
MAIL COUPON TODAY! 


TIMBER ENGINEERING 
COMPANY, INC. 


dent Pay :337 Connecticut Avenue 
WASHINGTON, D.C 


Timber Engineering Co., Inc.. Dept. KK-1 

1337 Connecticut Avertue, Washington. D. C. 
Please send us complete information on Teco 
‘ermite Shields and give us data on sales 
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CHAPMAN & DEWEY 
LUMBER CO. 


* MEMPHIS, TENN. * 


Manufacturers of “C&D” Brand 


OAK FLOORING and 
HARDWOOD LUMBER 


FROM FAMOUS ST. FRANCIS BASIN 
Wire for quotations 


fd 





SOUTHERN 


ein HESS ME 
HARDWOODS 


BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 





TEXARKANA, ARK.-TEX. 


+ een 
50,000 Feet _ Day 


FIR “= 


Soft Old-Growth UPPERS and 


Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


Vertical-Grained CLEARS. K-D, L 


LUMBER CORPORATION — 
memes OREGON 





Yard Stock Specitatiat 














SULLIVAN LUMBER CO. 
PORTLAND, OREGON 
meosrok FL RR ‘cms 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











LEMIEUX BROS.,INC. 


FORESTERS --- TIMBER ESTIMATORS 
APPRAISERS --- CIVIL ENGINEERS 
410-11 Maritime Bidg. NEW ORLEANS, LA. 
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Fox-Woodson Lumber Co. announces the 
transfer of Leonard Whitacre from its 
Rialto, Calif., plant to the one at Glendale, 
Calif. 

George M. Wicker, treasurer of the 
Wicker Lumber Co., Niagara Falls, N. Y., 
has been re-elected to the board of directors 
of the Niagara Club of that city. 


J. H. Stephenson, Jr., manager of the 
Perryton Lumber Co. of Perryton, Tex., 
was elected president of the Perryton Cham- 
ber of Commerce at its recent election. 


Charles B. Hammond, son of George M. 
Hammond, recently graduated in forestry 
and business at the University of Idaho, is 
now affiliated with his father in the manage- 
ment of the company. 


William Ritzmann, manager of the Law- 
renceburg Lumber Co. of Lawrenceburg, 
Ind., recently combined a vacation and busi- 
ness trip through Arkansas. He made the 
trip by motor in the company of a group of 
dealers. 


William J. Hanlon, transportation and 
logging superintendent for the West Side 
Lumber Co., Tuolumne, Calif., retired from 
active service on Dec. 1. Mr. Hanlon, now 
nearly 75, has spent the past 37 years in the 
service of the West Side Lumber Co. 


J. I. Duffy, well known in the lumber and 
mill work trade, and a brother of the late 
J. J. Duffy, president of the J. L. Gilbert 
& Bro. Lumber Co. before its dissolution, 
has joined the sales staff of the Dealers’ 
Warehouse Supply Service, Inc., of Balti- 
more. 


George Johnson, National Lumber Co, 
National City, Calif., who is also president 
of the National City Chamber of Commerce, 
was elected president of the Toastmaster 
Club at the meeting of that organization held 
recently at the Chula Vista Country Club, 
near San Diego. 


John Thomas, Donovan Lumber Co., Los 
Angeles, was elected president of the South- 
ern California Wholesale Lumbermen’s As- 
sociation on Dec. 12. W. B. Wickersham, 
Pope & Talbot Lumber Co., Los Angeles, 
was elected vice president. C. J. Laughlin 
was renamed as secretary. 


William March, of the lumber firm of 
T. F. March’s Sons, Bridgeport, Pa., who 
for many years has been as widely known 
in military circles as in the lumber fra- 
ternity, because of his activities as a Colonel 
in the Pennsylvania National Guard, was 
recently commissioned a Brigadier General, 
in command of the 73rd Artillery Brigade. 


W. P. Johnson, sales manager Anglo- 
California Lumber Co. at Los Angeles, re- 
signed Dec. 16 to assume management of 
the southern division of Hallinan Mackin 
Co. (Ltd.), wholesalers in sugar pine and 
Ponderosa, plywood, furniture hardwoods 
and cut stocks. Mr. Johnson’s 32 service 
in the West Coast lumber industry includes 
tenures with the Standard Lumber Co. of 


Sonora, McCloud Lumber Co. at McCloud, 
and the Sugar Pine Lumber Co. at Fresno. 
He was one of the organizers of the Cali- 
fornia White & Sugar Pine Association in 
1916, served as its chief inspector for six 
years, and wrote and revised the first stand- 
ard grading rules issued by the C.W.S.P.A. 
Succeeding Johnson as sales manager for 
Anglo is Eric M. Hexberg. 


Frank Kranz, proprietor of Golden State 
Lumber Co., Santa Monica, Calif., is proud 
of the fact that his firm gained the distinc- 
tion of supplying the lumber for the 
100,000th FHA home built in Southern Cali- 
fornia. The house was erected for Mr. and 
Mrs. Jacob Ruhrbacher of Los Angeles, Mr. 
Kranz reported. 





3ALTIMORE, Mp., Jan. 6—When Frank A. 
Mullikin, treasurer of the MacLea Lumber 
Co., of Baltimore visited York, Pa., a short 
time ago, he was invited to the Yorktown 
Hotel. There he 
found more than 
forty of his business 
acquaintances who 
had, in the course of 
time, become his 
staunch personal 
friends, and who had 
gathered to honor 





F. A. MULLIKIN, 
Baltimore, Md. 





him on his seventieth 
birthday. These 
friends showered him 
with congratulations 
and presented a num- 
ber of personal gifts. 

Daniel MacLea, 
president of the com- 
pany with which Mr. 
Mullikin has been connected for forty-one 





years, was on hand and headed the wellwish- 


ers, and so was D. Carlysle MacLea of the 
same company. 





The W. B. Babcock Co., Bath, N. Y., 
manufacturer of ladders, distributed a holi- 
day bonus among its employes, thus carry- 
ing out a policy. followed for several years 
past. The announcement was made at a 
dinner in the Presbyterian Church when the 
employes were guests of the company’s man- 
agement. The Babcock company is the prin- 
cipal industry at Bath. 


Coulbourn Bros. of Philadelphia are an- 
nouncing to the trade that they have taken 
Mrs. Mollie Coulbourn Mason and Mr. 
William R. Ross into the partnership of 
the company. The partnership as now con- 
stituted is made up of John I. Coulbourn, 
his sister Mrs. Mollie Coulbourn Mason, and 
William R. Ross, who has been with the 
company as office manager for 26 years. 
It is stated that there will be no change 
in name, policy or type of business; they 
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intend to continue marketing air dried short 
leaf pine—box boards and framing. The 
announcement thanks past customers and 
solicits their continued confidence. 


Announcement has been received at the 
offices of the AMERICAN LUMBERMAN that 
as of Jan. 1, 1941, T. Noel Butler and 
Thomas L. Ashbridge becomes members of 
the partnership of Wistar, Underhill & Co. 
of Philadelphia, Pa. The announcement 
comes over the signatures of R. Wyatt Wis- 
ter, Frederick S. Underhill, T. Noel But- 
ler and Thomas L. Ashbridge. 

Nearly 40 years of activity in the retail 
lumber business were terminated by the re- 
tirement recently of A. G. Clabaugh, mana- 
ger of the Patten-Blinn Lumber Co.’s branch 
at Puente, Calif. Some 30 years of Mr. 
Clabaugh’s business life were spent in 
Puente, first as general employee and in 
later years as manager. Robert S. Clabaugh, 
his son who has been affiliated with the 
Puente branch of the Patten-Blinn Co. since 
1917, has been named manager to succeed 
his father. 

Toney Schloss, president, and his son, Dan 
Schloss, vice president of the Baltimore 
Lumber Co., of Baltimore and Washington, 
started recently on a tour to the West 
coast, where they will visit mills in Seattle, 
Portland, San Francisco, Los Angeles, and 
at other points with a view to placing 
orders to fill the contracts booked by the 
company. They will also take passage to 
Honolulu for recreation. They will be away 
for from six to eight weeks. 


Recent visitors to California included: 
C. M. Kincaide, Jr., C. M. Kincaide Lum- 
ber Co., Omaha, Neb., business and the Rose 
Bowl game; James B. Hunt, Hagemeyer 
Lumber Co., Cincinnati, Ohio, visiting rela- 
tives and business; Hal Ewart, northwest 
manager for Atkinson-Stutz Co., .at San 
Francisco, for business conference and 1941 
plans for firm; H. R. Crane, Crane Mills, 
Inc., Bly, Ore., business and the East-West 
football game, and for the same purposes, 
R. W. Bleecker, vice president and general 
manager, Westfir Lumber Co., Westfir, Ore. 


RETAIL YARD CHANGES 


CoALGATE, OKLA—Jim F. Gorman of 
Muskogee, Okla., is the new manager of the 
V. S. Cook Lumber Co. here. Mr. Gorman 
had previously been employed by. the com- 
pany at several of its other yards. 

GreAT Bend, Kan.—Royal Smith, who 
has been employed by the Rock Island Lum- 
ber Co. as assistant manager at Ponca City, 
Okla., has. been transferred to the company’s 
yard here where he will act as. manager. 

PROPHETSTOWN, ILt.—F. E. ‘Breed has 
been appointed general manager of the Rock 
River Lumber & Grain Co.'s plant here as 
well as its plants at Yorktown and Lyndon. 
Mr. Breed takes the place of George Ayls- 
worth, who beside acting as general man- 
ager, is also president of the concern. Mr. 
Breed was named general manager so that 
Mr. Aylsworth might devote time to other 
business affairs. 

Burtincton, Wis.—Al T. Harris, for- 
merly of Kansas City, Mo., has been made 
assistant manager of the Wilbur Lumber 
Co.’s Burlington yard. -Mr. Harris will 
specialize in the financing of new and re- 
modeled buildings. 








Chicago Manager Takes 
Over Company 


An announcement has been received by the 
AMERICAN LUMBERMAN from A. R. Cope- 
land, of Chicago, who has for many years 
been manager of C. H. Worcester Co.—manu- 
facturers and wholesalers of hardwood lum- 
ber—that the lumber department of that firm 
has been taken over by Mr. Copeland, and 
will henceforth be known as the Copeland 
Lumber Company. 

Mr. Copeland has been connected with 
the Worcester company for about eighteen 
years, and prior to 
that time he had been 
with Oconto Com- 
pany for eight years. 
Desiring the experi- 
ence more than im- 
mediate income, and 





A. R. COPELAND 
Chicago, Ill. 
Heads Business 





able to afford to, 
Mr. Copeland spent 
much of his time 
with Oconto learn- 
ing at first hand all 
the phases of lumber- 
ing operations, both 
at the mill and in 
the woods. He handled routine jobs, and 
also worked as a trouble shooter. Later he 
was promoted to an executive position. 
During the last war he served with the 
aviation corps, and a short time after the 
war he rejoined Oconto as an eastern repre- 
sentative. Mr. Copeland’s first connection 
with C. H. Worcester Company was as its 
Milwaukee representative. With his lumber 
experience and background he was soon ap- 
pointed assistant sales manager, in March of 
1923. Then in November, 1930, upon the 
death of Ralph C. Shead, he was appointed 
manager of the lumber operations. 
Well-known among lumbermen, Mr. Cope- 
land has been active in association affairs, 
having been a past president of the Chicago 
Wholesale Lumber Association, and a past 
president and present vice president of Na- 
tional Association of Hardwood Wholesalers. 





Gypsum Company Acquires 
New Lime Plant 


BurFao, N. Y., Jan. 4.—The acquisition 
of a plant in Bellefonte, Penn. by the Na- 
tional Gypsum Co., was announced here by 
Melvin H. Baker, president of that company. 
The new plant was formerly owned and 
operated by the Chemical Lime Co. 

The National Gypsum Co. which began 
in 1925 with a single gypsum mill now op- 
erates 18 mills and sells 149 related items. 

According to Mr. Baker the rigid specifi- 
cations which quality lime must meet are 
filled only with lime produced in a long 
slow-burning kiln. It is claimed that the 
Bellefonte kiln, which is 400 feet long will 
make lime to meet any specifications. 

The National company has also announced 
plans to install an additional 425 foot kiln 
at Bellefonte as well as new pulverizing and 
hydrating equipment. 
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Modern Storage Shed for Finished Lumber at 


the Booth-Kelly Mills 


CERTIFIED 


Dimension 
Drop Siding 
Mouldings 
Flooring 
Finish 
Casing 
Ceiling 
Stepping 
Base, etc. 


Protection in your buying. Protection in 
your selling. These are the advantages of 
handling Booth-Kelly Certified Lumber. 
This is the lumber that bears the mark of 
“20,” Booth-Kelly’s pledge of superior qual- 
ity and careful manufacture. Builders have 
found that this “20” stock is always all right 
and always gives satisfaction. And remem- 
ber, Booth-Kelly lumber bears the marks of 
West Coast Lumbermen’s Assn. and National 
Lumber Mfrs. Assn., guarantees of proper 
grading. You can build better business on 
the good reputation and consistent high 
quality of this better lumber. We welcome 
your inquiries. 


We are headquarters for Association Trade-Marked 


and Grade-Marked Douglas Fir Lumber. 


lZATeLl 






TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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| This Derrick For Sale at 


Reduced Price 


Has 83-ft. boom, is 
electrically operated 
with 20 H.P. motor. 
Makes complete circle. 
Under it can be stored 
approximately 2!/2 mil- 
lion feet of lumber. 
Will lift approximately 
3 tons at end of boom. 
Excellent condition. 
Company’s business 
has changed. No long- 
er have use for der- 
rick. Will make fa- 
vorable price either 
f.o.b. Reading or de- 
livered within reason- 
able distance. Send 
for photo and more detailed description. 


MERRITT LUMBER YARDS, Inc. 


Fourth & Spruce Sts. READING, PA. 








H.E.WEBSTEFR- 
So) |=) 3 otek 





KANSAS CITY, MO. 


Uniformin 
COLOR 


AoA. 


VING 


QUALITY 


TEXTURE 








'n Boston 


Commonwealth Ave. at Kenmore Square 


@ All Rooms with Tub and Shower 
® Rates From $3.50 © Dinner Music 
® Write for Historical Map of Boston 





HOTEL KENMORE 


L. E. WITNEY, Managing Director 








CORINTH ‘co! 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 








HOUSTON, TEXAS 


35 Years’ Experience 


Obligation— Send Us Your Inquiry 





HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 


Engineering Service and Estimates Without 








HUTHER Bros. 


Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves 
any width, with or 
across grain. Guaran- 
teed to do your work 
satisfactorily. 


complete Huther line. 





Rochester, N. Y. 





Favorites for over 52 years. 
Today. write for catalog of 


Huther Bros. Saw Mfg.Co 
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Among Lumbermen’s Clubs 


Baltimore Lumber Exchange Has 
First Meeting of Year 


3ALTIMORE, Mpb., Jan. 6.—The first meet- 
ing of the newly elected managing commit- 
tee of the Lumber Exchange of Baltimore 
was held recently in the Merchants 
Club, with a large attendance. The presi- 
dent, I. Bowie Smith, was authorized to 
continue the advertising program designed to 
emphasize the importance of dealing with 
accredited members of the exchange to ob- 
tain the best results with regard to quality 
and quantity of lumber. This plan has been 
found to yield good results during the 
months in which it has been tried, and it 
was the view of the committee that further 
benefits may be expected from a continuation 
of the plan. 





Tacoma Club Elects Trustees 
for Coming Year 


Tacoma, WasH., Jan. 6.—The Tacoma 
Lumbermen’s Club has elected the following 
trustees for 1941: Lowell T. Murray, presi- 
dent of the West Fork Logging Co.; Elmer 
Burnham, vice president and secretary of 
the Tacoma Harbor Lumber Co.; Charles 
Hurley, vice president of the Pacific Na- 
tional Lumber Co.; John Buchanan, presi- 
dent of the Henry Mill & Timber Co.; 
Ralph Dickman, president-manager of the 
Dickman Lumber Co.; Cecil C. Cavanaugh, 
president of the Cavanaugh Lumber Co., 
and Paul M. Smith, sales manager of the 
Wheeler-Osgood Sales Corp. 





Successful Meeting Starts Year 
for Cincinnati Club 


CINCINNATI, O., Jan. 7.—Attendance at 
the January meeting of the Cincinnati Lum- 
bermen’s Club recently was the largest in 
many months. Cliff W. Hagemeyer, new 
president of the club, stated that it augured 
well for its success, particularly as several 
new members were introduced. Among 
those present was Carl H. Clendening, sec- 
retary-treasurer of Appalachian Hardwood 
Manufacturers (Inc.). The speaker of the 
meeting was Judge Joseph H. Woeste of the 
Common Pleas Court. Reports from various 
members indicated a healthy market condi- 
tion, and prospects for continued good de- 
mand for months to come. 





Varied Groups Discuss Forestry 
at Club Dinner 


SEATTLE, WASH., Jan. 2.—Invitations to 
all members of the Washington State legis- 
lature, the’ governor elect: and. all trustees 
of the Washington ‘State Forestry Confer- 
ence were mailed asking them to attend a 
dinner at the Washington Athletic Club held 
on Jan. 9, at which three members of the 
conference presented a forestry program for 
the state. 

The three speakers and their subjects: 
“A Proposed State Forest Board,’ Major 
C. S. Cowan, chief fire warden, Washing- 


ton Forest Fire Association; “The Need for 
a Forest Research Laboratory in Washing- 
ton,” E, T. Clark, secretary-manager, Pa- 
cific Northwest Loggers Association; and 
“A Forest Conservation Act,” by Col. W. 
B. Greeley, secretary-manager, West Coast 
Lumbermen’s Association. 





Announces Personnel 
Changes 


MINNEAPOLIS, MINN., Jan. 7.—Before 
leaving on a trip to the logging camps and 
saw mills of The Pas Lumber Co., Ltd., in 
Saskatchewan and Manitoba, R. C. Win- 
ton, president of Winton Lumber Sales Co., 
with headquarters in Foshay Tower, this 
city, announced two important personnel 
changes in the Winton organization. 

James B. Stricker, previously vice presi- 
dent of Winton Lumber Sales Co. and sales 
representative in the Twin Cities territory, 
has been named sales manager of that concern. 

Mr. Stricker received his early lumber 
training at the Winton-Rosenberry Co. mill 
at St. Joe, Ida., and at the plant of The 
Pas Lumber Co., Ltd., The Pas, Manitoba. 
Later he was the Winton sales representa- 
tive in southern Michigan and worked out 
of the New York office of the company 
which was then and is now in charge of 
Charles J. Harris. Following this and just 
prior to coming into the Minnesota terri- 
tory, Mr. Stricker was assistant manager 
of The Pas Lumber Co., Ltd. 

In his new duties as sales manager of the 
Winton Lumber Sales Co. Mr. Stricker 
will be assisted by George O. Swanson, who 
is a vice president of that company. 

Delegation of the sales manager duties 
to Mr. Stricker has been brought about by 
the fact that R. C. Winton, who has been 
in charge of sales and who continues as 
president of Winton Lumber Sales Co., has 
been made managing director of the Win- 
ton Lumber Co., Gibbs, Ida., and The Pas 
Lumber Co., Ltd. As a result Mr. Winton 
will spend the larger part of his time in 
connection with the logging, manufacturing 
and other activities of the company. 

Mr. Winton states that he values highly 
the contacts which he has made during his 
years in the sales end of the business and 
he hopes to keep them up as fully as time 
will permit. 

No changes are being made in the officers 
of the Winton Lumber Co., whose president 
is J. N Winton, or of The Pas Lumber Co., 
Ltd., whose president is D. J. Winton. 

The Winton Lumber Co. at Gibbs, Ida., 
manufactures Idaho White Pine. The Pas 
Lumber Co., Ltd., The Pas, Manitoba manu- 
factures Western White Spruce. Products 
of these two plants are marketed by Win- 
ton Lumber Sales Co. 

Also in certain large territories the Win- 
ton Lumber Sales Co. acts as exclusive sales 
agent for the Somers Lumber Co. of Som- 
ers, Mont., the Craig Mountain Lumber Co., 
Winchester, Ida., and the West Side Lum- 
ber Co., Tuolumne, Cal. The company also 
engages in a general wholesale lumber busi- 
ness. 
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otes rom as INg on Mr. and Mrs. E. Kent Swift, Whitins- 
ville, Mass., recently —€ i 
‘ : gagement of their daughter, Anne itin 
: OAK FLOORING STANDARD BE- interest and taxes, was 79 percent of their Swift, to John E. Sawyer, son of Mr. —_ 
COMES EFFECTIVE FEB. | ane Seema ee Dee Se 6 ae Masa, “The father of the groom is the 
r ~ bar < 1 jas 5 xecutive é f W. H. Sawyer 
_ . Wasuincton, D. C, Jan. 6—The Na- ie er a year ago, the ratio was only 7 port ng -~ll a yo EE... = 
1 tional Bureau of Standards has sent out an- ae . ; tail lumber concerns in New England. 
: : Averages of prices received by farmers Miss Swift attended the Winsor School 
; nouncement of a Commercial Standard for . : ' and Miss Hall’s School in Pittsburgh, and 
: eee : : during 1940 were higher than those of a and Miss Halls & ile Peheha 4 , 
t Oak Flooring, CS56-41, which is now a : at was graduated from Smith College at 
recorded standard of this industry, effective year earlier for all groups of commodities Northampton last June. Mr. Sawyer was 
: ee eee except meat animals. Grains were up 13 graduated from Williams College with the 
for new production from Feb. 1. Acceptances ; . class of 1939 where he was a member 
: : : points; cotton and cottonseed prices were 8 af aks i fratemnite ond Pht sete 
of this have been received from a satisfac- . : . . of Zeta Pei fraternity and : 
Gin tilde ak tneiinnn tiene points higher; truck crops, 14 points; fruits, Kappa. Rn is ae in = a, 
y J ¥ ac ers, 11S ribu ers 2; dairy products, 9; and chickens and eggs, vard School of Business dministration. 
and users. These acceptors will receive 2, Meat animal prices, at 108, were 3 points 
printed copies, but others must make specific Sanaa dies te th , , i - — cone ee + — Rae Aag 
a soa 2 os - . ay, Mr. and Mrs. arolc : ar gh, 
request for them. St. Charles, Ill., announced the engage- 
, ment of _ their daughter Barbara to 
[ TO LOG NATIONAL PARK SPRUCE F rederic W. Rexford, son of Mrs. George 
Rexford, Grand Rapids, Mich. Mr. Har 
t FARM PRODUCTS UP 5 POINTS FOR DEFENSE baugh is the head of a group of retail 
3 m i lumber yards founded by his father, the 
FROM LAST YEAR ABERDEEN, WASH., Jan. 4.—Selective log- late Charles Harbaugh. Miss Harbaugh 
, Wasuincton, D. C., Jan. 6—The Agri- ging of spruce for Defense purposes will be 2, © re aan an Caen 
: cultural’ Marketing Service U. S. Depart- permitted in the Queets corridor, near here, College, Columbia, Mo., and was gradu- 
ment of Agriculture, reports that, compared by the National Parks Service, E. K. Bishop, ated from the University of Missouri last 
itl : li | : “4 June. Mr. Rexford, a graduate of Bab- 
with a year earlier, the mid-December gen- Grays Harbor lumberman, announced here son Institute, will complete a course 
3 eral level of farm product prices was 5 following his return from Washington, D. C., in journalism at the University of Mis- 
; points higher. Poultry product prices aver- where he attended a conference on distribu- Sr tn cae No date has been set 
, aged 25 points higher; and fruit, meat ani- tion of spruce between American and British 
- mal and dairy product prices were all up 10 interests as the representative of the Pacific Gerald Waldermar Blagen, son of the 
° points. Declines in prices of other commodi- Northwest spruce industry. Bishop said that, late Henry W. Blagen, former Hoquiam, 
[ Wash., lumberman, and Mrs. Henry W. 





ties, however, offset the greater part of these 
gains. Truck crop prices averaged 8 points 
lower, grain prices were down 6 points, and 
cotton and cottonseed prices averaged 3 
points lower. 

The ratio of prices received, to prices paid, 


following the conference, which was held 
before Director Drury of the Service, it was 
decided to send Park Service men to the 
area at once to make necessary surveys. 
While in Washington, Bishop also attended 
a meeting on apportionment of supplies. 


Blagen, San Francisco, Cal., was married 
Dec. 14 in Eugene, Ore., to Miss Helen 
Louise Culp, daughter of Captain Ross 
Sherman Culp, U.S.N. and Mrs. Culp of 
San Francisco. Following their wedding 
trip they established their home in Eu- 
gene, where Mr. Blagen is engaged in 
the lumber business. 





ANGELINA 





Our new mill at Keltys, greatly en- 
larged, with new modern machines and 
up-to-date appliances, is now in opera- 
tion. The 5 Mills of Angelina, manufac- 
turing by advanced methods, manned 
by skilled workers, are well equipped 
to serve you. 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 
110 N. Franklin St., Chicago, Il. 
Retail and Industrial Sales 


Good stocks of Short Leaf Yellow Pine. 
Oak, Gum, Ash, Cypress, Gum Veneer, 
Dimension, Finish, Casing, Base, Mould- 
ings, Oak and Maple Flooring, Oak and 
Gum Trim, Hardwood Items, Pickets, 
Lath, Woven Wire Picket Fence. 


STRAIGHT OR MIXED CARS Plant 
‘Phone, Write or Wire. 


Sudden Service 
VIRGIN PINE and 
HARDWOODS 


at 
Keltys 





ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Ill. 
Railroad and Car Material 


KURTH LUMBER MFG CO., Clarksville, Texas ANGELINA HARDWOOD CO., Keltys, Texas 
TROUT CREEK LUMBER CO., Kirbyville, Texas Mills at Ewing, Tex. and Ferriday, La. 

i f + 

Direct from our forests 





RAIL AND WATER SHIPMENTS 


LUMBER & SHINGLE MILLS 


Division of Polson Logging Company 


HOQUIAM, WASHINGTON . 
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“We need 


| Long 
Leaf” 


The Order of the Day 


This stout upstanding Long Leaf Pine 
meets modern building needs. Its 
toughness, strength and stamina in- 
sure enduring wear. Cut from choic- 
est timber, manufactured on modern 
machines. Quality in every fiber. It 
will pay you to push it. 


WIER 
LONG LEAF 
LUMBER CO. 


Houston, Texas 
Mills 
Wiergate, Texa 


LONG 
LEAF 


Yellow Pine 


Aristocratot Structural Woods 


some more 


‘ 















JTNDUSTRIA 


LUMBER LUMBER CO.,Inc. 





ELIZABETH, LOUI La Ae 


YELLOW PINE 


Timbers, chemically treated to 
prevent stain. 









Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 





W.T.SMITH LUMBER C 











Cte 


YELLOW PINE & HARDWOODS 


Chapman / 4 
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LUMBERMEN! 
Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONBY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Il. 
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GOOD LOOKS SELLS HOMES 


A campaign has been created to open up 
the housing market which accumulated dur- 
ing the 1930’s, and to give the hundreds of 
thousands of famifies making up this market 
a better dwelling than their incomes have 
previously allowed. Costing purchasers less 
than a dollar a day, this new kind of home 
is capturing the public’s attention with its 
eye-catching features and low price. 

Labeled “Design for Happiness” houses 
and approved by the FHA, the dwellings 
have been and are receiving nation-wide no- 
tice with: 1. National advertising reaching 
20,000,000 readers, 2. A Sunday radio pro- 
gram on a national network, 3. A technicolor 
movie sponsored by FHA and seen by nearly 
15,000,000 people, and 4. Articles in trade 
and consumer magazines. 

3y taking advantage of group buying of 
mirrors, structural and decorative glass by 
installing larger windows, and using low-cost 
building methods which are possible by con- 
structing ten or more houses in a community 
project, lumbermen and builders are erecting 
“Design for Happiness” homes that are sell- 
ing in many cases before the framing is up. 

The idea has been proved in Toledo dur- 
ing the past fall by Sound Builders, Inc. 
Building experts felt that if a basic plan 
could be developed its exterior could be 
changed to avoid similarity, and groups of 
residences could be constructed at a lower 
cost per unit. In turn, it was figured, this 
saving could be invested in conveniences such 
as bigger window openings and mirrors, 

Work progressed without interruption, 
materials were delivered to the site by Kel- 
sey & Freeman Lumber Co. as needed. 

This “glass transformation” in each house 
cost approximately $50, but it increased the 
apparent value of the structure more than 
twice that much. 

Recently builders in Washington, D. C.,,. 
Jacksonville, Fla., Houston, Tex., Philadel- 


phia, Spokane, Wash., Corpus Christi, Tex., 
and dozens of other cities have started en- 
tire subdivisions of the dwellings and plan 
to erect several thousand of them. 

Two interviews on the weekly “Design 
for Happiness” radio program, sponsored by 
Libbey-Owens-Ford, have further increased 
interest in the new type of housing. The 
first was with Mr. and Mrs. Robert Taylor 
in the No. 1 Toledo project home which 


they bought, and the other was between the 







ACCEPTED BY 
THE 
FEDERAL HOUSING 
ADMINISTRATION 


yt *v «OS 


contractor on the Houston 
prominent club woman. 

Information about these homes is being 
given to retailers of materials and builders 
at meetings conducted by Libbey-Owens- 
Ford glass distributors. Included in the 
presentation which is given is a sound movie 
made while the Toledo housing project was 
under way. 

Added assistance is given to dealers in 
merchandising “Design for Happiness” 
homes by the issuance of a seal which can 
be put on the glass in the front doors of 
these houses. 


homes and a 


BIG ‘41 FOR SOUTHERN CALIFORNIA 


Los AnceELEs, Ca.ir., Jan. 4—The great- 
est activity the lumber market in the Los 
Angeles area has experienced in nearly a 
quarter of a century is predicted for 1941 
by leaders of the lumber industry itself, as 
well as indirectly by representatives of con- 
struction and building financing interests. 

The forecasts are based on the accelera- 
tion of Defense projects scheduled for south- 
ern California in 1941, as well as on 
increases expected in the program for pro- 
viding low-rent and low-cost housing for 
employees of plants engaged in Defense 
production. 

A consensus of seven Los Angeles busi- 
ness, financial and industrial leaders con- 
cerning the increase in dollar valuation of 
private construction in 1941 over 1940 indi- 
cates that Los Angeles will show an 
increase of 10% in the industrial and com- 
mercial construction categories and approxi- 
mately 15% in private residential construc- 
tion in 1941. These estimates do not include 
Federally- or municipally-sponsored housing 
projects. 

C. W. Pinkerton, secretary of the South- 
ern California Retail Lumbermen’s Associa- 
tion, discussing the lumber situation as he 


views it for 1941, asserted that the under- 
estimates of Defense requirements for Ium- 
ber, as made in September and October, 
1940, will be reflected in the industry dur- 
ing the early months of 1941. He is of the 
opinion that the estimate that Defense lum- 
ber requirements for the eighteen months 
beginning September, 1940, would be be- 
tween 650,000,000. and 700,000,000 feet was 
too low. He believes that estimates for De- 
fense uses of lumber in the Los Angeles 
area will be substantially in advance of the 
amount mentioned several months ago. 

“The Government program has expanded 
all along the line,” Mr. Pinkerton said, “and 
in southern California, perhaps to a greater 
extent than elsewhere in the country. The 
Government program here is bound to effect 
private construction and will likewise affect 
the cost and the amount of lumber the in- 
dustry can supply to private builders.” 

In line with other lumber and construction 
industries authorities, Mr. Pinkerton antici- 
pates substantial increases in the dollar 
valuation of private construction, in both 
industrial and residential categories, in Los 
Angeles during 1941. 
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No. 5— Kay Dee Selects Pine Floors 


ENTLEMEN PREFER BLONDES!” 


Gone are the “Dark Ages” of home-interiors, and 
in their stead, a new, radiant warmth of golden 
blonde woods to match the charm of modern fur- 
nishings. Buyers everywhere are acclaiming the 
“smiling” beauty of Dierks Virgin Pine Flooring. 
You, too, will prefer the sunny atmosphere that 
pervades wherever this “Cream of the Southern 
Pines” is used. 


Then, too, Dierks Flooring is of the ‘“wedge- 
tongue” pattern—a new feature which insures tight 
side joints and eliminates that tendency to squeak 
which is noticeable in loosely-matched flooring. 
Given proper care in finishing, Dierks Pine Floor- 














ing produces a floor of unsurpassed beauty and 
distinction. The simple application of two coats 
of varnish leaves the wood with a beautiful golden 
blonde glow and brings out with great distinction 
the beauty of the grain. 


Dierks Superior Pine (end-matched) Flooring 
with its closely-knit fibres—the result of slow 
growth characteristic of mountain timber—has 
rugged strength and resistance to wear. 


Sell Dierks scientifically, kiln-dried {pre-shrunk} 
lumber... the Cream of the Southern Pines... and 
get the Cream of Residential Building Sales. 


ee ee ee ee ae 


To Kay Dee—Dierks Lumber & Coal Company 

Dept. AL-10 Dierks Bldg., Kansas City, Mo. 
Dear Kay: I would like to see the plan book from 
which you selected the design for your home. I en- 
close 25c to cover the cost of printing, postage and 
mailing. 


Name 





Town State 





No charge for imprinting on orders of 50 or more. 


a 


Note: Single Copies 25c, quantities of 25 or more, only 15c. 


_ a a a! a ee 
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San Francisco 


WATERFRONT LABOR — Hailed by 
Dean Wayne B. Morse, Coast arbitrator, 
as a step that “will result in a decided 


stability in the shipping industry on the 
Pacific Coast, officials of the International 
Longshoremen’s Union and the Water- 


; ‘ Pepi : s generally continuing firm. It is pointed backlog of orders and low mill inven- 
front Employers eee a _ a Pa- out that there is every indication for a tories. 
cific Coast recently signed a formal con- firm market for the next 90 days Mill STON : 

: i : xt { ys. J sIGN—) 4 , ee 
tract governing waterfront relations until FOREIGN—Minor amounts are cleared 


stocks are low, and mills are placing 
limitations on sales of certain items. 
Northern California yard stocks are said 
to be low. Sugar pine is in a comparable 


for South American countries and the 
Orient. Hawaii is taking a normal vol- 
ume from the Columbia River area. 


Sept. 30, 1942. The new contract provides 
for semi-annual wage reviews, a Coast la- 
bor relations committee, penalties for in- 


dividual violation of contracts, and right position RAIL, NEARBY AND LOCAL-—Seasonal 
of employers to employ labor saving de- ; slack is noted in these markets, although 
vices. SHOOK SHIPMENTS—During the first due to continued demand for items for 
eleven months of 1940, 29 identical shook cantonment construction, it is not as 

CONFERENCE RATES—Current rates 


mills in the Pacific area reported ship- noticeable as usual for early January. 


on lumber have been extended through ments of 372,678,000 feet of shook, com- 


February from January by the Pacific 


‘ : : . , en pared with 387,772,000 feet for the same S k W h 
Coast-West Coast of South America 11-month period of 1939. This is a 4 per- po ane, as e 


Freight Conference. cent decrease for 1940. 





LUMBER RECEIPTS—Lumber receipts Se ee eee ee ae 

é Si ‘rancisco from interior points remain comfortably filled, ano e plan- 
‘aochue Met ew totaled 15,840,000 feet, Tacoma, Wash. ing mills are all busy getting out a large 
compared with 13,670,000 feet in Novem- 7 volume of shipments. There is little 
ber, and 8,380,000 feet in December, 1939. WEST COAST WOODS—Return to work change in prices, which are strong. A 
Total receipts for 1940 amounted to 114,- of the crews of the St. Paul & Tacoma heavy demand is anticipated for the next 
945,000 feet, compared with 81,010,000 feet Lumber Co. Dee. 30 has put all of Ta- few months, irrespective of Government 
for 1939. coma’s lumber mills back in operation. buying. What will happen if the Gov- 
Crews were busy the first part of the ernment comes into the market in March 


LUMBER SHIPMENTS — Lumber ship- week completing year-end inventories, so. with heavy demand for immediate pro- 


ments from San Francisco Customs Dis- that production would be slowed down duction of just a few items is a question. 
trict during October totaled 1,901 tons as little as possible. With prices good 
valued at $60,551; pencil slats, 248 tons and demand excellent, chiefly due to re- ° 
valued at $38,518, and wood pulp, 759 tons quirements of the Defense program, the Kansas City, Mo. 
valued at $51,485. new year is opening with the best out- —, saaaciaiadiettanieirace — : 
TERMINAL RATES—After much pro- aon fer seme tiene. Veness, My weed and vlna paige “a or ak oe 
test, steamship operators agreed recently door manufacturers declare there has closing months of 1940 Sales and ship- 
to meet the State board of harbor com- been no let-up in their respective fields, : ses on pele 266 i ated “t xa oe pm 
missioners’ demand for doubled rentals. and the general tone of the entire indus- want ahead of an 4 ‘ti Mill out < t ir 
Pier rental has been increased from 6 try appears to be unusually healthy. Al- pees pec Ried "a saan pontine ste ‘. 
mills per square foot per month to 12 though log dumps are virtually filled, ren tc hs pte her i Al ain aan 
mills; pier rental charge was jumped from camp operations throughout the sector ecseiilieie Lo aioe o cn Tato cent been 
15 cents per ton to 25 cents; and on Feb. are being resumed this week and next, in = 7 italia gp inet a : pore : ‘distri “a 
1 the switching charge on the belt line anticipation of unusually heavy sales dur- ae oxen ~ yoo! be tis F yal aa se of 
railroad will be raised from $4 to $5 per ing the next few months. ne -oncdlg nate ‘decems Gade eee ‘anaaaaien 


7 : : orders, and they have had little opportu- 
car. The increase may be a factor in a 








g nity to reduce their unfilled order files. 
renewed struggle to place control of the Portland Ore The Government still is buying consider- 
harbor in the hands of the City of San ' ° ; 2 i . . a : : = 
“ , : able amonts of lumber for camps. Rail- 
Francisco, WEST COAST WOODS—The market is roads will repair a large number of box 

LUMBER CHARTERS—At the year end, strong, prices being steady except for bids cars this year, and some are sending out 
the Oriental trade was inactive, and the where unusual terms of delivery are made inquiries for substantial amounts of lum- 
outbound movement to Australia was and production is relatively stable. There ber. Price weakness has begun to crop 
pretty quiet, with berth lines quoting have been some mill shutdowns for the up in some lumber items, notably where 
lumber at between $27 and $30. Inter- usual holiday overhaul and clean-up, but mills have a surplus they would like to 
coastal lumber continued to crowd the they were not as extensive as normally. liquidate, but concessions result in a 
berth lines. The few extra vessels ade va - . rapid movement of offerings. 
available recently hardly made a IN? BRCOASTAL *- me ena cone mnr~ os yr .PN Te 5 ; 

a , : : >i me ket is strong and bids, rather liberal for SOUTHERN PINE The undertone of 
pression, so great are eastbound offerings : : : : aseie to ‘ ms 
and shortage of space. The rate con- this season, indicate steady prices on the market is strong. Demand for all 
tinues at $16. practically all items. Cargo space is sizes and grades continues good, with the 

‘ booked up well in advance, and it now bulk of current production already sold 

DOUGLAS FIR While demand for appears probable that there will be a for Government work. The backlog of 
Douglas fir is holding up well, with mills general scramble within the near future orders is heavy. Rains have checked pro- 
reporting good order files, there has been for space that will permit spring delivery duction very materially. No. 1 comimon 
a little softening in prices of certain at east coast points. The demand covers dimension is becoming scarce, and stocks 
items, but not enough to be indicative of a broad range of yard needs. of No. 2 are badly broken. 
ae ee Senee e CALIFORNIA—The market is steady WESTERN PINE—Mills have had to re- 

CALIFORNIA PINES—Demand for Pon- and demand fairly active for almost every fuse new business and are not willing 
derosa has held up fairly well, with prices item. Prices are supported by a large to make any concessions whatsoever. No. 





pS) PAMUDO PRODUCTS 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 
Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 


SIX gm MOULDINGS, SASH & GLASS... WALL BOARD 
l| Fo 

WAREHOUSES =u LOS ANGELES, California KANSAS CITY, Kansas BALTIMORE, Maryland 

For Orderly ST. PAUL, Minnesota CHICAGO, Illinois NEWARK, New Jersey - 

Distribution 


ncn I PACIFIC MUTUAL DOOR CO., 1320%8:;0n 
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& 2%x6- and 2%x8-inch decking selling for 
§ $45@50, mill. The export market con- 
tinues dull, with most shipments going to 
the Islands and South America, and occa- 
sional ones to England. 
SOUTHERN HARDWOODS — The mar- 
ket continues strong. Stocks are low and 
n- 2 boards, D selects and all grades of di- yards of manufacturers are at their low- ea Bosc ie cce ae ee ee 
mension continue scarce. No. 3 boards est figure in many months. The demand Sn going to be very light Satna ‘eines 
ed have maintained their recent sharp ad- is for a wide variety of hardwoods, with eens ake Cae flooring is an. 
he vances. sap gum in the vanguard. Much oak is ts : : So : ‘ 
“ x s ing firm, but the demand is a little slack. 
»1- : : being sold, red, white and mixed. Floor- hE TS é e i nee e 
OAK FLOORING—The holidays bad : : 7 os Searcity of rough oak flooring stock will 
: z : a ing manufacturers are paying $37, $33 fags : , an ie 
: weather and inventory period cut into and $29 for flooring oak. curtail production of finished flooring. 
la sales. Mills still have more business than : . ™ r r i 
, 7 1—_S ; ak SHINGLES AND LATH—The shingle 
sh they can possibly fill before the delivery ee ee yee ino ag a * -_ market remains very dull, with srdaae 
or lates desired by customers. flooring declined sharply during rist- eae mage aye : 4 
as , . mas week, but are on the rise again. unsatisfactory. The lath market continues 
HARDWOOD — Production is low, and Prices are holding firm, and none of the strong, with stocks scarce. 
shipments have exceeded both sales and mills are Known to have made any 
output. Furniture factories have been changes of consequence. During the year W 
buyers of sizable amounts. just past, oak flooring mills sold 103 per- Seattle, ash. 
¥ _ e : ; cent of production, and year-end found Ren COAT ODS a 
les SHINGLES—Prices have not recovered them with sharply reduced stocks. The _ van COAST ee ere 
from the declines of a month ago. Pro- 2%-inch width is still heavily oversold is & Wilts Renter ane pres on eer 
a duction is not large but stocks are more _ x Paar generally run $1 under previous levels. 
Be than ample It is unlikely that prices will recede in 
tle . : > ein : 
; . Houston Tex the face of large order files, good demand, 
A SASH AND DOORS—Demand is active ' e and recently won wage increases. 
xt and plants are booked ahead. Prices are SOUTHERN PINE— Demand continues ae : = ‘ : 
nt steady but indications are that new lists strong, with buying beginning to pick up INTERCOASTAL — With all February 
do will be higher. since the first of the year. While prices space gone, further diversions of ships to 
ch of some items have weakened a little, the pa will a geet Ae pase 
i e e . market on the whole continues steady. Be- roaaqas. nquiries regarc ing rall s ipmen Ss 
on. Minneapolis, Minn. cause of Government purchases of house are already being received here. Prices 
; building items, these are very scarce, and are high c. i. f., but are slightly weak 
NORTHERN PINE—Despite the usual there is practically no No. 2 2x4-, 6-, 8- i. &. &: 
holiday slackening of business at mills, and 10-inch dimension or 1x4-, 6-, 8- CALIFORNIA—Ship space is scarce 
le demand is heavy. Orders already have and 10-inch boards at any mills. How- because of previous commitments. This 
he cut into stocks and none of the larger ever, production of these items is being market is, however, close to rail shipping 
ip- mills is operating at this season. The rushed in order to fill Government con- points for lumber in Oregon. Coastwise 
re market is strong, but no definite price tracts. Orders are being placed freely ships have much smaller capacity than 
in changes have been announced as yet. for timbers, both large and small, with East Coast steamers, and are not likely 
ae NORTHERN WHITE CEDAR—The first . great deal of material being purchased to be taken off their run. 
ld few days witnessed a slight pickup in pia ype ren age sense Egy ney be SHINGLES—Prices are unchanged. Over 
en orders as retailers began to survey the ee re - deli vertie of ieniie ” scene the holidays, production was small. No. 1 
ts. likelihood of a brisk market early in bought gy siding, tné-iack "10-foot perfections are oversold, and No. 1 XXXXX 
of spring. While stocks are at a low ebb, pce "erom@re mi : ° 
a. logging conditions have been poor until B&better, is selling for $52@55, mill, with (Continued on Page 76) 
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but scare are No. 2 2x10-inch, 10 foot S4S 4 5 
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full time, with good order files, and have 


made no changes in prices since Dee. 1. R.B ROLL-O Ef ee D I 


* 
Memphis, T 
PINS, YORN. FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 
SOUTHERN HARDWOODS—Despite the 

Reve thei atoche At lear witch kee, | WNRURNNR et cotenes cae Gesaiee Ge 6 ae ie tee ee ee 
ventory-taking time rolls around, sales USeFrs are keeping their to refund the purchase price if unsatisfactory in any way. 
of hardwoods have held up strongly, with trucks ON THE GO. NOT ONE HAS EVER BEEN RETURNED 
prices stiffening generally. Many items 
are up 50 cents to $1. Adverse weather 
restricted logging for a while, but cold, 
clear, crisp days are permitting its re- 
sumption again. Production two weeks 
ago dropped to 58 percent of normal. 
Orders increased from around 72 percent 
of normal production to around 80 per- 
cent. Shipments dropped during the 
Christmas week but are up again. From 
a high of around 88 percent for orders 
during October, the ratio declined dur- 
ing the latter part of the year, but it 


is believed to be around the 88 percent Mfd. THE re 3 COMPANY Guinotte and K Ci M 
mark now. Stocks of hardwoods in the by we: Euclid Ave. ansas ity, 0. 





Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better. give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 
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(3) 
ReodDevil, 


WOOD SCRAPERS 






LONGER HANDLES—SHAPED AND BAL- 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup- 
plied with super-sharp or serrated edges. 
No screw driver or wrench needed to 
replace blades—just push new blade in. Big 
blade replacement sales assured dealers 
stocking RED DEVIL WOOD SCRAPERS. 
Write for Facts. 
No.8 75¢ 
Reversible Handle 


LANDON P. SMITH, Inc. 


IRVINGTON, N. J. 


GLASS CUTTERS + GLAZIERS POINTS + GLASS PLIERS 
PUTTY KNIVES + WOOD SCRAPERS + PAINT CONDITIONERS 
FLOOR SANDING MACHINES + ELECTRIC FENCERS 






The Low Cost 
TOXIC-WATER REPELLENT 
PRESERVATIVE 
Positive protection against Rot, Fungi, 
Termites, Excess Moisture, Etc. 


CLEAN - STAINLESS - PAINTABLE 


Thoroughly tested and proved effective. Used 
by many of the Industry's leaders. 


Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 


BENSON 


PORTLAND 
OREGON’S 


Distinctive Hotel 





Centrally lo- 
cated. Aijr condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 
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Northern Pine Producer 
Distributes Xmas Bonus 


Ratny Lake, Ont., Dec. 31.—As a testi- 
monial of good will to its employees, J. A. 
Mathieu, Ltd., northern pine producer at 
this point, made a Christmas bonus distri- 
bution to all employees who had been with 
the company six months or more. Checks 
were also sent to all 
ex-employees w ho 
are now enlisted with 
the Canadian army, 
regardless of their 
length of service. 

The _ distribution 
also went to employ- 





J. A. MATHIEU, 
Rainy Lake, Ont.; 
President 





ees of the Rainy 
Lake Lumber Co., 
Ltd., subsidiary sales 
organization with 
headquarters sales 
office in the Conway 
Building, Chicago, II. 

J. A. Mathieu, president of the Northern 
Pine Association, is president of J. A. 
Mathieu, Ltd. 

The Mathieu mill has been fairly active 
this past year, cutting around 30,000,000 it. 
of northern white pine, Norway pine and 
white spruce. The company particularly fea- 
tures white pine shed stock, finish lumber, 
pattern lumber, flask lumber, boxing, crating 
and northern pine lath. 

Logging operations are carried on during 
the winter months. This is one of the few 
northern pine operations where the old-time 
log drive, long featured in lumber lore, is 
still carried on in traditional fashion. 








Association Uses Color Photos 
to Show Wood Paneling 


The added appeal of natural color repro- 
ductions over black and white illustrations 
is being employed by the Western Pine 
Association, Yeon Bldg., Portland, Ore., to 
show the beauty of interior paneling of pine. 
Two full-color lithographed prints show at- 
tractive rooms in which pine paneling has 
been used. One interior finish is of clear 
pine while the other is knotty. 

The illustrations first appeared in the 
color-gravure section of the St. Louis Post- 
Dispatch. Sample copies of these prints 
will be mailed on request to the Western 
Pine Association as long as the supply lasts. 





Improves Production Meth- 
ods; Expands Promotional 


Program 


R. G. Wallace, vice president and general 
manager of the Masonite Corp,, Chicago, 
Ill., recently stated that improvements in the 
company’s manufacturing processes adopted 
during the past year have increased consid- 
erably production at the Laurel,Miss., plant. 

The principal objectives of a new advertis- 
ing program which represents an increase of 
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more than 50 percent over 1940, are to fur- 
ther increase the use of Masonite products 
in the building materials field, and to stim- 
ulate wider development of industrial uses 
of “Presdwood” products. One addition to 
the advertising program will be the use of 
color pages in national “popular” magazines 
to tell the public the story of the uses of the 
Masonite line. 





New Fir Mill Has Automatic 
Lumber Stacking at Kilns 


SPRINGFIELD, OreE., Jan. 8.—A noteworthy 
feature of the new mill of the Rosboro Lum- 
ber Co. here is the use of automatic equip- 
ment for stacking and unstacking lumber at 
the kilns. 

Lumber is brought in unit carrier pack- 
ages from the green chains to the stacker. 
A tilting hoist raises and tilts the unit 
package and the boards move from the hoist 
on tiering chains in layers nine feet wide. 
Thus the kiln load is stacked tight edge to 
edge nine feet wide and ten feet high. 

After drying the lumber is transferred to 
the unstacker (located adjacent to the 
stacker) where it is pulled off onto dry 
chains with automatic rake-off attachment. 
Stickers are transferred back to the stacker 
by overhead conveyor chains. Only three 
men are employed for the entire operation 
of stacking and unstacking. 

This automatic epuipment at the Rosboro 
plant was manufactured by Moore Dry Kiln 
Co., as were the six dry kilns operating there. 





Views from the new Rosboro mill, Springfield, 
Ore. Top: Unit packages ready to be raised 
to stacker. Center: Lumber moving on tiering 
chains from hoist to stacker. Bottom: Auto- 
matic unstacker and rake-off device 
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THE BUSINESS RECORD 








Business Changes 


ALABAMA. Navco—Knight Bros. Co. suc- 
ceeded by Gulf Eastern Realty Co. 

ARKANSAS. Atkins—Bell Lumber Co. suc- 
ceeded by Martin & Boone Lumber Co. 

CALIFORNIA. El Centro—Builders Supply 
Co. changed name to Latham Lumber Co. 

Merced—Phinney Lumber Co. succeeded by 
Vieth-Beckemeier Lumber Co. 

Santa Cruz—Hebbron Lumber Co. succeeded 
by Hebbron-Nigh Lumber Co. 

GEORGIA. Homer—J. M. & O. S. Garrison 
succeeded by O. S. Garrison. 

ILLINOIS. Chicago—Garden City Wrecking 
& Lumber Co. succeeded by Garden City Lum- 
ber Corp., 5000 South Kedzie Avenue. 

Metropolis—Gibbons Lumber Co. succeeded by 
Home Lumber Co, 

MASSACHUSETTS. Chelsea — Chelsea Lum- 
ber Co. succeeded by Wasco Lumber & Supply 
Co. 

NEW HAMPSHIRE. Nashua—American Box 
& Lumber Co. property on Edgeville Street has 
been purchased by the newly formed Nashua 
Milling Corp. 

NEW MEXICO. Alamogordo—Hollomon Bros. 
succeeded by Alamogordo Builders Supply Co. 

Albuquerque—Western Casket & Funeral Sup- 
ply Co. succeeded by Abercrombie & Co. 

NEW YORK. New York City—Lebensfeld 
Bros, (Inc.) changed name to Level Bentwood 
Chair Co., Inc., 585 Water Street. 

NORTH CAROLINA. New Bern—Slater Lum- 
ber Co. succeeded by Pine Lumber Co. 

TENNESSEE. Chattanooga— Temple _ Bros. 
Co. succeeded by Chattanooga Furniture Co. 

TEXAS. Crockett—Hornbuckle Lumber Co. 
succeeded by Hervey Lumber Co. 

WASHINGTON. High Point—High Point 
Lumber Co, succeeded by High Point Mill Co. 


Incorporations 


CALIFORNIA. Merced — Vieth-Beckemeier 
Lumber Co.; $25,000. 

San Diego—Trumbel-Burke Lumber Corp.; 
directors are Marvin Trumbel, Thomas J. Burke 
and J. C. Hayes. 

INDIANA. South Bend—Kingsbury Lumber 
& Coal Co., Inc.; 1535 South Main Street, build- 
ing materials and coal. 

MASSACHUSETTS. Chelsea—Wasco Lumber 
& Supply Co., Ine. Incorporators: Irving I. 
Zaminsky, Thornton A. Snow and Norman T. 
Bissett. 

NEW HAMPSHIRE. Laconia—Laconia Mill- 
ing Corp. newly organized; William J. Davis is 
president and Richard J. Pitman, treasurer. 

Nashua—Nashua Milling Corp., newly fornied, 
has contracted to saw 50,000,000 feet of lum- 
ber within a two-year period. 

NEW YORK. Brooklyn—Cobco Flooring & 
Lumber Corp., 1265 38th Street; $5,000. Build- 
ing materials. 

SOUTH CAROLINA. Ruffin—Jasper Lumber 
Co.; $2,000. To buy, sell and process timber 
of all kinds. 

WYOMING. Cheyenne—Builders Lumber & 
Supply Co.; $50,000; general lumber, building 
materials and supply business. 





New Ventures 


CALIFORNIA. Los Angeles—Manufacturers 
Lumber Co. is the firm name under which 
Frederick M. Smith has obtained a certificate 
in conduct business at 6100 South St. Andrews 
lace. 

COLORADO. Joes—Harold Doling reported 
opening a lumber yard here. 

ILLINOIS. Waukegan—Ray Bairstow Co. 
has been formed to deal in coal, coke, fuel 
oil and building materials. 

NEW YORK. New York City—Dave’s Home 
Lumber Supply Co., 131-13 Liberty Ave., re- 
cently began a retail business. 

TEXAS. Madisonville—J. E. Wells & Sons 
are building a new lu.nber yard here. 


New Mills and Equipment 


ARKANSAS. Dermott—Dermott Stave Co. 
has installed a new tongue and groove machine 
and additional dry kilns at a cost of approxi- 
mately $10,000. 

Smith‘on—W. I. Wilkie Lumber Co. of 
Chidester is erecting a hardwood mill in which 
about $25,000 worth of equipment will be in- 
vested. 

CALIFORNIA. Santa Cruz—Redwood Fibre 
Products Co., capitalized at $25,000, will take 
redwood bark from local mills and process it 


into fibre shingles, flooring and specialty wood- 
work, 

Yreka—Charles Burkhart & Associates plan 
to put the old Hamaker & Hild sawmill back 
into operation. 

GEORGIA. Hapeville—Fitzgibbons & Taylor, 
a new firm, plans to construct a planing mill 
and dry kiln. 

NEW HAMPSHIRE. Laconia—Laconia Mill- 
ing Corp., newly organized, has started con- 
struction of a new mill here, to dress 50,000,000 
feet of hurricane lumber. The new mill is be- 
ing erected by Allied Industries, Ine., a local 
organization of civic-minded citizens. 
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NEW YORK. Dansville— Allen Industries. 
managed by Arthur D. Allen & Son, with head- 
quarters in Mount Morris, N. Y., are establish- 
ing a new woodworking plant here; to produce 
ten-pins, bowling pins, gun stocks and base- 
ball bats. 

OREGON. Lacomb—Edwin C. Newberg an- 
— opening of his new shingle mill near 
1ere. 

Rogue River—C. H. Davis is reported to have 
purchased a site for the erection of a sawmill. 


WASHINGTON. Bellingham — Bellingham’s 
Chamber of Commerce plywood mill committee 
has announced that machinery for the new 
$600,000 plywood mill will be ordered soon and 
actual construction of the plant will begin be- 
tween Jan. 20 and 25. 

Centralia—C. R. Whited is constructing a 
sMall mill here, with 10,000 to 20,000 feet daily 
capacity. 

Seattle—United States Plywood Corp. is re- 
ported planning to build a $25,000 addition to 
its plant at 4000 15th Ave. W. 

Stevenson—Hegewald sawmill being erected 
here. 

































MANUFACTURERS and 
WHOLESALERS of 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 .. . Plank 

... Dimension... Boards... Flooring .. . Kiln-Dried Finish 

..~ Ceiling . . . Siding . . . Railroad and Car Material. 
Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 138, MONTGOMERY, ALABAMA 














ATTENTION! LUMBER MILLS 


WE ARE CAR AND CARGO BUYERS 


of SOUTHERN PINES--WESTERN PINES 
DOUGLAS FIR--HARDWOODS 


SEND US YOUR STOCK LISTS AND PRICES 


WHOLESALERS TO THE GOVERNMENT 


BALTIMORE LUMBER CO. 


P. 0. BOX 387 


BUYING OFFICE 


BALTIMORE, MD. 
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Eastern Trade News 


[F. J. Caulkins] 


3oston, Mass., Jan. 6—AIl branches of 
the lumber industry in this corner of the 
country have moved over into the new year 
with inventories scaled down to the lowest 
level in a decade, due to heavy emergency 
deliveries on Defense orders, while transpor- 
tation by water is limited by lack of steamer 
tonnage. The year that has just ended 
brought a clear cut shift from a “buyers” to 
a “sellers” market, and with steadily rising 
production and transportation costs, price 
lists have moved to higher levels. The ele- 
ment of conservatism permeates every 
branch of the industry as management 
shapes its activities in dealing with current 
economic conditions. 

A trade development of real importance 
comes today with the promulgation of a re- 
vised price list for square edge graded 
“hurricane” pine by the Eastern Pine Sales 
Corp., which shows delivered prices at Bos- 
ton rate points to the recognized wholesale 
trade only. The new price list—out today— 
makes no changes in “D Selects” nor in 
No. 2 common and better. In No. 3 com- 
mon there are a few price changes rang- 
ing from 50 cents to $2. Advances apply 
chiefly to No. 4 common and range from $1 
to as high as $5.50 for the various sizes and 
dressings. For 1x6-, 7-, 8- and 11-inch, 
rough, the new price delivered is $35, with 


the 4- and 5-inch at $33 @ 34; 10-inch, $36, 
and 12-inch, $37. This lumber is piled at 
hundreds of locations, chiefly in New Hamp- 
shire, Vermont and Massachusetts. Dressing 
mill facilities are far below the needs of cur- 
rent buying pressure. Four new mills are 
therefore being built and equipped at Steep 
Falls, Me., and Laconia, Nashua and Edge- 
mont, N. H., which, with the plants previ- 
ously in operation at Chicopee, Mass., and 
Wilton and Rochester, N. H., will enable the 
company by Feb. 1 to increase its shipments 
of dressed pine, to three million feet per 
week. 


WEST COAST WOODS—The tally of 
cargo deliveries at Boston for 1940, pre- 
pared exclusively for AMERICAN LUMBER- 
MAN, reached a total of 104,511,696 feet 
and compares with the average of the 
past ten years of 106,468,968 feet. Deliv- 
eries in December totaled 8,501,954 feet, 
and compare with the average in Decem- 
ber in the previous ten years of 8,323,310 
feet. Intercoastal ship space is as tight 
today as at any period in the past year. 
There is scarcely any available for load- 
ing prior to April 1. The nominal quota- 
tion for fir dimension, April loading, 
varies from full list to a premium of $1 
over. Several transit lots have been sold 
at full list. Boards are well sold out 
and very firm at $39@39.50 on the local 
docks for No. 2, and at $36@36.50 for 3’s. 
From storage or at distribution yards, 
small lots sell to dealers at $40@ 40.50 for 
No. 2, and $37.50@38 for No. 3. 


EASTERN SPRUCE—The yards are 
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1. Circulates heat; will 
not smoke. 


2. Warms every corner of 
the room, and even adjoin- 
ing rooms. 


3. Cuts heating costs in 
spring and fall. 


WRITE FOR LATEST DEALER 




















HEATILATOR COMPANY 


4. Makes camps usable 
weeks longer. 


5. Solves the heating 
problem in basement rum- 
pus rooms. 














6. Proved in all climates 
all over America. 
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picking up all offerings of smaller di- 
mension or random sizes, and boards are 
sold well ahead of production. Defense 
orders continue to bulk large on mill 
order files. There are very limited offer- 
ings from the Canadian side of the line. 
Several small cargoes of Maine and Pro- 
vincial dimension and random are being 
delivered at ports north of the Vineyard 
at $39@40 for the former and close to 
$38 for random. The turn of the year 
has brought several idle Maine mills into 
production. For rail delivery at Boston 
rate points, the 2x3-, 4- and 5-inch, also 
3x4- and 4x4-inch, sell at $38@39, with 
an occasional small-mill sale at $1 less. 
With 2x6-inch quoted at $40, the price 
moves up to $46@47 for the 2x10- and 
12-inch. Bundled furring, 1x2- and 38-inch, 
leads the market in urgency of demand, 
and sells mostly at $37@38, though there 
are small-mill offerings at $1 and even 
$2 less. 

LATH AND SHINGLES—Both sales and 
supplies of spruce lath are limited. Most 
sales of 1%-inch are at $3.50@3.65, with 
the 15-inch at $4@4.10. There is little 
eall for eastern white cedar shingles, and 
delivered prices are easier at $3.95@4.10 
per square for the top grade of extras; 
$3.75@3.85 for clears; $3 for 2nd clears, 
and a range of $2.75@2.90 for clear walls. 
Of West Coast red cedars there are liberal 
offerings and sales are confined chiefly to 
top grades. There has been no recovery 
from the drop in prices of 5 to 15 cents 
per square noted two weeks ago, with the 
18-inch Perfections selling as low as 
$4.70@4.76, and the 16-inch 5X No. 1 at 
$4.20@4.26; No. 2, $3.30@3.36, and No. 3, 
$2.75@2.82. These prices cover delivery 
to the yards at all New England points. 
The British Columbia shippers are again 
in the market and began moving ship- 
ments across the border last week. The 
free-import quota for the first half of the 
year has not yet been announced. 


EASTERN HARDWOODS There are 
not many orders for maple and birch com- 
ing from furniture factories but, as the 
mills are cutting largely on season orders 
that will absorb all available log supply, 
they have little worry on this score nor 
is there real concern over the reduced 
sales of thick maple to heel shops, whose 
carry-over of stock from last season has 
kept them out of the maple market. To 
yard-trade and factories, FAS inch birch 
or maple is quoted firmly at $88@92. 
Most sales of 2-inch kiln dried maple are 
within the range of $100@105, while No. 2 
common and better 2-inch maple is offered 
to the heel shops at $74@78. For 2-inch 
FAS birch, demand is less pressing with 
most sales at $92@98, usually $6 to $8 
under maple of the same thickness and 
grade. 

PINE BOXBOARDS—Sales of round 
edge pine to box shops are at the low 
point of the year, as the shops are cut- 
ting up very little lumber of this type, 
and many of the larger shops will not 
be in the market for usual spring sup- 
plies, as they have contracted for “hurri- 
cane” logs now in the holding ponds that 
will be reduced to round edge at Govern- 
ment mills through the winter. Regular 
operators have only a fair supply of 
round edge on mill yards, which they are 
pricing at $12 to as high as $15 for the 
better lots f.o.b. mill yard, or shipping 
point. The stronger position of square 
edge graded pine has been outlined earlier 
in this report. 


NEW YORK, N. Y. 


Holiday diversions, and now annual 
stock taking, have slowed up business to 
some extent, although larger yards able 
to quote on Defense contracts continue 
to work overtime. Several dealers the 
past week said they had a considerable 
amount of lumber on order, but have not 
purchased more than their normal re- 
quirements. They have not bought ahead 
even on items which they feel are going 
to be harder to get as time goes on. The 
dealers complain of poor collections, and 
larger outstandings than at the close of 
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1939. Consequently they are devoting more 
of their attention to collecting than to 
selling. 

SOUTHERN PINE—Both dimension and 
sheathing are very scarce, and mills con- 
tinue behind on shipments. Defense re- 
quirements seem to draw heavily from 
most mills, the result being that prices 
remain very firm. 

WEST COAST—With Defense require- 
ments drawing heavily on stocks, and 
everything possible being done to take 
care of Government contracts, the retail 
trade is not getting its orders filled very 
promptly. Stocks at all storage terminals 
are far below normal. Prices naturally 
remain very firm. 

WESTERN PINES — This market con- 
tinues to show strength, with growing 
dealer demand. The Ponderosa market is 
greatly oversold, and only a few mills 
are accepting orders for straight carloads 
of Idaho. Sugar pine is available, but 
prices are almost prohibitive. 

SPRUCE—tThere seems to be very little 
Canadian spruce reaching this market 
except some parcels in the green stage. 
The Maine mills are being heavily drawn 
on, and can not begin to keep up with 
the demand. Prices on certain items 
showed another recent advance. 

HARDWOODS — An active demand at 
strong prices continues. Furniture manu- 
facturers are experiencing trouble in 
getting their gum _ requirements filled. 
Upper grades of white oak are scarce, 
with prices strong. The scarcity of hard- 
wood flooring is most prominent, espe- 
cially in lower grades of maple. Oak 
flooring manufacturers report being at 
least 60 days oversold. 


Buffalo, N. Y. 


While the lumber market has not shown 
much activity of late, trade is about up 
to normal for this time of year. Prices 
in most woods are holding firm, and 
prompt shipments from the mills are dif- 
ficult to obtain. Bad weather in the South 
is causing curtailment in production, and 
no large stocks are offered. Retailers are 
inclined to hold off until building pros- 
pects improve with the approach of 
spring. Industrial buying seems likely 
to be on an unusually large scale during 
the next few months. 

HARDWOODS — Demand continues 
fairly active. There was less interrup- 
tion from the holidays and inventory tak- 
ing than in some years. Stocks at mills 
are none too plentiful, and some items 
are hard to obtain. 

WESTERN PINES—The market holds 
firm and some advances have lately oc- 
curred. Ponderosa Nos. 3 and 4 are al- 
most impossible to obtain for prompt 
shipment, and other items are also tight. 
Idaho pine prices remain unusually 
strong, particularly on upper” grades. 
Sugar pine is about steady. 

NORTHERN PINE—Mills have no large 
stocks and are holding prices firm. Re- 
tailers are not placing many orders, but 
in most cases carry only small stocks. 
Industrial demand is fairly active. 


Norfolk, Va. 


NORTH CAROLINA PINE—Demand is 
vigorous. More Defense bids have been 
opened for various cantonments and bar- 
racks in southern territory, and much 
stress has been placed on speedy deliv- 
ery. Right now lumber is wanted faster 
than it can be produced, though the 
weather has been favorable. All good 
mills in the South have more business 
now than they can get out promptly. 
Prices have not changed to any appre- 
ciable extent during the past month, de- 
spite some lower bids. Demand is insist- 
ent for all kinds of small framing, dressed. 
Very little rough stock is being bought. 
Most mills are short of dry stock and 
prices are firm. Little framing lumber is 
now being ripped to make roofers. Caro- 
lina and Virginia mills have all the roofer 
orders they can take care of. Recent 
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sales of 6-inch air dried roofers have been 
on the basis of $30 f. o. b. mills in North 
Carolina, with some sellers getting a 
little more than this. Demand for sub- 
flooring and crating is also very good, and 
small-mill stocks of 4-inch are not dry 
enough to work. Some yards have been 
buying mixed cars of finish, flooring, 
roofers etc. right along. The demand for 
large sizes has been good. 


Baltimore, Md. 


NORTH CAROLINA PINE—Demand de- 
clined over the year-end, but there was 
no easing off in prices, which held steady. 

LONGLEAF PINE The movement is 
well maintained, and prices have steadied 
and hold firmly. Distributors were at 








some trouble to obtain sufficient stocks. 

CYPRESS Though business slackened 
at the year end, it is still plentiful. Prices 
are steady and the producers in a strong 
position, while stocks about ample. to 
take care of immediate requirements. 

WEST COAST W OOD S—Distributors 
here were pushed over the holidays to 
take care of demand, which is active. 
Searcity of vessel tonnage is still one of 
the troublesome factors. Values remained 
about as they have been. 

HARDWOODS—Business was very good, 
even in the last half of December, with 
prices firmly maintained. All the woods 
in general use received impressive atten- 
tion and the facilities of the yardmen 
were taxed. Relative quiet was to be 
noted in the export division. 
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“SPOTLIGHT” YOUR STORE 
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THE BPS’ WAY 


























This Proved Sales Promotion Plan Increases Profits 


to make more profits. 





Here’s a new sales plan you'll appreciate learning about. A proved 
method for increasing volume in your paint department . . . a way 


And what’s more, you won’t have to work your head off to get 
people into your store, and then get them into a “buying” mood. 


This unique BPS plan does all this for you. And in an easy, simple 
ROUTE TO manner, too. Without fuss or bother. This is what you do: 


PROFITS 


“SPOTLIGHT” your paint department the BPS way. 


To get this spotlight you first become the exclusive Patterson-Sargent franchise 
dealer. That lights the route to increased profits, for this proved Sales Promotion 
method then swings into action, at once, by creating the desire to paint .. . it 


aids in color selection . . . it points out to the prospect that you 
alone have just that kind of paint for sale. Heavy store traffic is 
your reward ... more sales, in not only the paint department but 


in all other departments as well. 


Why not spotlight your route to new profits the BPS way. 
Write The Patterson-Sargent Company at once, for full details on 
how you can become the exclusive BPS paint franchise holder in 


your community. 


ST. 
















74 


November Appalachian Sales 


CINCINNATI, Ou10, Jan. 6—A moderate 
recession from the high level of October was 
the principal November development in the 
Appalachian market, says a summary pre- 
sented by Appalachian Hardwood Manufac- 
turers (Inc.), reporting on the performance 
of 67 bandmill units—one less than reported 
for October. Orders yielded first place to 
shipments, which continued to hold a com- 
manding lead over production. The net re- 
sult was a further decrease in stocks, gross 
and unsold, and a slight increase in unfilled 
orders. November shipments were 32,710,- 
000 against 34,496,000 feet in October; 
orders, 31,941,000 against 36,912,000 feet; 
and production, 26,643,000 against 29,214,000 
feet. Unsold stocks shrank from 226,174,000 
to 220,107,000 feet, and unsold stocks from 
186,136,000 to 179,030,000 feet. Unfilled or- 
ders Noy. 30 stood at 41,077,000 feet. 








Set of Blue Prints and 


ree BOOK 


“HOW TO READ BLUE PRINTS” 


Sent to Employees of 
LUMBER DEALERS 


This Free Trial Lesson on ““How to Read Blue 
Prints,’” and a set of blue print plans,—to 
show you how this 37 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 


A-425 Tech Bldg., 118 E. 26th St., Chicago, Ill. 













GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 7 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


Wasurnecron, D. C., Jan. 6—Following is the National Lumber Manufacturers’ Associa- 
tion’s report for two weeks ended Dec. 28 and for fifty-two weeks ended that date, covering 
mills whose statistics for both 1940 and 1939 are available, and percentage comparisons with 
statistics of identical mills for the corresponding period of 1939: 


Av. No. Per- Per- 
Mills Production cent Shipments’ cent 

TWO WEEKS: Rptg. 1940 of 1939 1940 ef 1939 
Total Softwoods .. 370 342,431,000 111 422,142,000 122 
Total Hardwoods.. 79 16,487,000 86 17,408,000 135 
Total Lumber ..... 435 358,918,000 109 439,550,000 22 
Total Flooring .... 81 19,896,000 116 16,065,000 105 
FIFTY-TWO WEEKS: 
Total Softwoods... 388 11,023,660,000 107 11,799,129,000 109 
Total Hardwoods... 87 455,422,000 103 493,357,000 99 
Total Lumber...... 458 11,479,082,000 106  12,292,486,000 108 
Total Flooring..... 80 537,932,000 116 532,520,000 113 





Per- 
Orders cent 
1940 of 1939 
383,533,000 106 
17,107,000 172 
400,640,000 10S 
11,574,000 80 
12,062,345,000 110 
497,000,000 102 
12,559,345,000 110 
547,783,000 117 














Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

> Car Movers Leather Aprons 

‘ Tally Pencils Load Binders 





Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 


Car Door Lumber Rollers Sectional Board Rules 











RELATION OF UNFILLED ORDERS TO STOCKS 





WasuincrTon, D. C., Jan. 6. 


Following is statement of seven groups of identical mills of 


unfilled orders and gross stock footage on Dec. 28: 


No. of Mills 


Unfilled Orders 
940 1939 


Gross Stocks 
40 1 


678,217,000 
41,801,000 


3,023,781,000 
280,580,000 


3,378,044,000 
325,282,000 





Reporting 
Total Softwoods* ......... ~- 364 970,651,000 
Total Hardwoods*® ......... 79 52,603,000 
GE SO oi cas.asccecnnee 431 1,023,254,000 


Oak and Maple Flooring... 91 


55,420,000 


3,304,361,000 
78,204,000 


3,703,326,000 


720,018,000 
5 92,159,000 


1,143,000 


Of Northern mills, 12 reported on softwoods, 12 on hardwood unfilled orders; 12 mills 


on stocks. 
softwood and hardwood subtotals. 


The total number of mills (443) 


includes 12 northern plants that are in both 





Western Pine Summary 


PeRTLAND, OreE., Jan. 6.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
Dec. 28: 

Report of an Average of 95 Mills: 
Total for 2 weeks ended 
Dec. 28, 1940 Dec. 30, 1939 
Production 94,938,000 91,818,000 
Shipments ‘ 130,970,000 108,205,000 
Orders received 117,058,000 130,303,000 
Report of 93 Identical Mills: 
Dec. 28, 1940 Dec. 30, 1939 
Unfilled orders 274,182,000 197,783,000 
Gross stocks. .1,299,678,000 1,454,642,000 
Report of 93 Identical Mills: 
c——Total for Year——\, 
1940 1939 


Production § ..3,389,227,000 3,138,817,000 
Shipments ...3,702,910,000 3,352,761,000 
Orders ...600. 3,767,958,000 3,331,671,000 





Southern Pine Statistics 
[Special telegram to American Lumseaman] 


New Oreans, La., Jan. 8—Following 
is a summary of reports from southern pine 
mills for two weeks ended Jan. 4: 


Average weekly number of mills 118; 
Units,+ 97 

Two-Weeks 
Three-year average production* 58,570,000 
Actual production 51,386,000 
I oid agin lrg «co aealeine aade 52,606,000 
Orders received 52,036,000 

Number of mills, 112; Units,¢ 97 


On Jan. 4, 1941 
86,615,000 
259,458,000 


Unfilled orders 
oi Ee ere ree 


*Oct. 26, 1936, to Oct. 28, 1939. 


Unit is 304,000 feet of “3-year average” 
production. 


It Took 21 Hours to Wrap 
One Christmas Gift 


Detroit, Micu., Jan. 3. — Seven men 
worked three hours here to wrap up a new 
home as a Christmas present in single piece 
of Pliofilm, 100 x 85 feet. Pliofilm is a 





transparent material. The home was opened 
December 29 with an appropriate ceremony 
presided over by Mayor Edward Jeffries and 
Mrs. Jeffries. 


NOVEMBER SALES OF INDE- 
PENDENT RETAIL DEALERS 


Wasuincton, D. C., Jan. 6.—Following 
is a compilation of percentage changes in 
November dollar sales of independent retail 
lumber and building materials dealers, from 
November of last year and from October of 
1940, covering thirty-two States and five 
principal cities, these data having been pre- 
pared by the Bureau of the Census: 


No. of Percent Change 
Firms Nov.,’39 Oct., ’40 
States Re- to to 
by Regions porting Nov.,’40 Nov.,’40 

4 eee 1,187 +10 —16 

New England 85 +9 —13 
CO, er aa 7 +8 —13 
i.e 2 = ae 14 —1 —23 
Massachusetts.. 39 +4 —13 
Rhode Island.. 12 +19 —13 
Connecticut ... 13 +16 —8 

Mid. Atlantic 98 +12 —23 
Pennsylvania.. 98 +12 —23 

East No. Cent. 300 +11 —17 
A ae 59 +9 —17 
TMGIONG. ......- 103 +13 —18 
i eee 87 +11 —18 
Michigan ..... 22 +19 —16 
Wisconsin .... 29 +2 —10 

West N. Cent. 125 Ser) —25 
eee 25 +3 —30 
Missouri ...... 34 —5 —24 
Nebraska ..... 33 a) —8 
pc eee 33 --? —30 

So. Atlantic. 51 +7 —13 
South Carolina 16 +1 —T 
Georgia ...... a7 —3 —17 
iyo. 18 +14 —14 

East So. Cent. 15 +25 —18 
Alabama ..... 15 +25 —18 

West So. Cent. 155 +10 —10 
Arkansas ..... 10 —S8s —12 
Oklahoma 23 +5 —31 
pre 122 +13 —6 

Mountain 135 —3 —17 
Montana ...... 16 +6 —25 
eee 12 +2 +2 
Wyoming ..... 15 —25 —26 
Colorado tis Se 45 —5 —18 
New Mexico... 13 —13 —25 
ATISONE 2.06%. 11 +39 +11 
| ees 18 —l11 —19 

PS re 223 +18 —=] § 
Washington 41 +8 —20 
0 eee 16 +4 —24 
California .... 166 +21 —14 
Chicago, Ill.... 16 +14 —17 
Los Angeles, 

2 CAE 12 +21 —14 
St. Louis, Mo... 11 —11 —28 
San Francisco, 

a 12 +24 —11 
Seattle, Wash... 19 +7 +17 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


BDast and west side mills have reported the poewtns average f. o. b. mill sales prices on 


southern pine to the Southern Pine Lumber Exchange, New Orleans, La., f 


in the period of Dec. 26-30, b 


or sales made 


ut where prices for this period were not available, prices for the 


month to date have been inserted and starred c*}: 




















West Bast West East West East West Bast 
Side Side Side Side Side Side Side Side 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
Lengths 5x4 Lengths Boards, Std. Leth. |o9x4 
1x3 rift— x4— a 28.86 29.60112 & 14... 30.78 28.15 
Bé&better.. 64.85 70.00] B&better.. 39.39 41.43)1x6 12... 32.58 32.20/16 ....... 32.37 30.60 
aeesa 52.25 ....{C -------- 38.00 *38.53l1xg ©... .. 32.66 32.36/18 & 20... 35.12 *32.84 
ieee 38.25 ...,[D-----+-- 25.82 27.94/1x10 ..... 32.98 31.57/22 & 24...*35.50  .... 
1x3 flat 2) ee 37.17 32.44]2x6 
grain— Surfaced Finish No. 3 Shiplap and 12 & 14 28.59 28.22 
p&better. 52.14 50.75 Standard Lengths Boards, Standard Be cid hi oreie 30.45 30.20 
et oh en were *47.21 *45.32 B&bett Lengths BS screccs SES See 
SECT ERE 35.50 *37.00 Inch. thick ee 29.08 BU-TEISO nc ces 33.00 32.22 
1x4 rift— were Reb. & _ 422 & 24...*32.16 35.00 
B&better.. 67.00 ....]8 cc000tt sores eeeee|, SIS/S4S. 26.30 25.61]2x8 
aa apatiie *52 96 ie 6 sete eee 63.52 59.50 1x6 CM... 25.06 25.87]12 & 14 31.53 29.86 
: rE 39.00 Bes 64.45 o>. 26.95 26.51116 ....... 32.70 30.75 
ix4 flat mere on4 i. tee ..-.. 27.12 25.50118 & 20... 34.78 32.00 
grain—  glltetae art ae “ae 26.55 25.10]22 & 24 ... 35.00 
B&better.. 46.73 50.88 ax6/i thick 3.00 Jambs 2x10 
’ ees ee 46.93 46.98 8.... 74.50 70.99|B&better— 12 & 14 33.27 32.29 
DP ciecnas 35.83 36.20|5%49 °° ras 81.00 |1%, 1% & 16 ....... 30.80 33.89 
End Matched 12 p arene GM 88.75 5, a ay 69.13 28 & 34.1 193445 37:00 
Flooring, 2 to 8-foot -_ : : "18x12 ie ; . 
x3 rift— Inch thick— | , a % Dimension § [12 & 14... 31.31 31.92 
Rewmoetter.. 66.75 ..., UE «crscses -71 48.00 | See 
- Serco *47.25 eee S05 40.235. © 14... 337% SOG. .: 3459 3317 
ein ai 8 baie” SSt 46900, c's:°°: Tota Geueeee ....... S506 SERS 
y Seti aes : : —y £ 
grain— 12 10 ny +: rat 22 & 24... 42.00 *38.00 22 & Se 47.20 39.00 
B&better.. 42.00 42.05]°° «ccc+:: : 2519036 Ttesh 
Pee 39.13 39.00 12 & 14... 32.62 30.12 mbers 20 & Under, 
BR oa socmane 26.18 *29.00 Rough Finish, Par 33.19 33.00 No. 1 
1x4 rift— Standard Lengths : 36.88 32.88{Shortleaf— 
B&better. . 52.50 ; B&bet ei : ees 36.42 33.83]3x4&4x4.. 36.93 32.00 
ROSE *32.50 1x4/8 .*61.14 *55.50/22 & 24... 42.17 *37.00]4x6—8x8.. 35.32 29.00 
ll flat 1x5&10 ..*66.13 *53.00]2x8 3&4x10.... 38.00 39.00 
grain— 1 re *89.69 *75.75112 & 14... 32.83 30.15}5x10—-10x10*38.87 *30.00 
| ermenmanbe 36.55 *39.00]}5&8/4 thick— __ are 34.00 32.47/3&4x12 .. 47.00 *39.00 
scare ete S407 ST.FS TSS nc cece .00 *63.65 : rece aneig oa ae oleae 5x12/12x12*46. 09 *38.90 
. 26.64 29.25 | 5&10 . 78.00 *70.00}20 ....... i & tiie 
MO carta aucnarack 97.00 89.00j;22 & 24 43.00 . 4 
Drop Siding, Stand- 2x10 Random Lengths 
ard Lengths, 1x6” |. aa 41.17 39.3312x4 ...... 24.49 23.22 
No. 117— Casing and Base /|14 ....... 39.50 39.18/2x6 ...... 22.42 22.00 
Bé&better.. 46.00 _.| Standard Lengths [16 ....... 40.50 *39.42]2x8 ...... 21.82 *20.31 
wee 500 gra 18 & 20... 47.00 45.00]2x10 ..... 22.86 *21. 50 
PRE R is 37.43 -l1x4 .. 75.00 64.43 22 & 24 49.56 *44.00]2x12 ..... 22. 
No. 116— 1x6&8_... 73.03 64.84|2%12 
er ree 45.50 46.2511x5&10 73.58 68.80 & 14 —s Sete Car Siding, 13/16” 
| eee 40.92 35.00 a tres? Be : B&btr&Sel— 
No. 2 . 34.87 33.63 . . 46.48 9 - 
No. 3 ' 97:95 9657| No.1 Fencing & [20 ....... 51.00 43.00 ine . an 
Assorted patterns Boards 22 & 24... 56.00 ; 1x6 3 vie 28 38 55. 
B&better.. 57.50 *47.05 Standard Lengths Car Lining, 13/16” x6, es .25 5.00 
Pew e sete 44.43 *44.00}1x4 ...... 46.16 38.50 > wo. ao Plaster Lath 
D Soha er care *38.25 36.00}1x6 ...... 41.05 38.50}1x4, 18. «cee Se Kiln Dried 
No. 1 os See BE secs 42.17 *43.63]1x6, 18. *65.25 a?" 4 
No. 2 o« Seat 32. 75 1x5&10 .. 46.60 *47.25 Comm on— No. oss, Sree 5.07 
No. 3 -*26.38 23.0011x12 ..... 52.70 ees: ee a ‘ No. 2 ws ae FES 
Following f. o. b. mill prices on actual sales 
Seattle, Wash., Jan. 6.—Prices for red 
cedar siding in mixed cars, new bundling, pa reported to ie Western — 
8 to 18 foot, f.o.b. mills, remain as quoted in y & : Ld 
ime of 3 14. EDITOR. Dec. 30 to Jan. 4, inclusive. Averages include 
ec. = both direct and wholesale sales, and are 
eee on specified items only. Quotations 
ollow: 
Ponderosa Pine 
OAK FLOORING eRe S2 or 4S— $0250 Ate tl Cros | 
Current prices of oak flooring are un- | _D RL ........... 46.76 49.62 50.44 
changed from list tat appeared in issue of | SHOP, sos No. 1 No. 2 
Nov. 80.—EDITOR Reser ennaa ea ents egy $26.69 
Se ee a ee ee | 26.99 
Commons, S2 or 4S— No. 2 No. 
RED CEDAR SHINGLES AE Sepeeeeonneapenennie: << Me 
No. 4, i TNR ks 6.66 wv oh oe kale $20.70 
Seattle, Wash., Jan. 4.—Average prices on Idaho White Pine 
red cedar shingles, f.o.b. mills, are: Setecrs, S2 or 4S— 1x8 5-6/4RW 
Royals: Caetes (C) Bis... .. 0. s0000s $62.68 = $74.39 
1-24 | ee eer ere ae en aiip aes $4.05-$4.10 Gamity (1) Beis... ...ccccee 46.05 63.02 
BT ENED = 505.5, cx voi Men ecetaien atare eae. Ria 2.30- 2.40 Commons, S2 or 4S— 

PM acai ac aigis shee Miase-4 xuin wale ra GICR ee 1.60 Colonial Sterling Standard 
Perfections: No No. 2 oO. 
A re ere $3.05-$3.10 =. : Gogie er eiwiel ates aaeee = 07 $38.00 $31.46 
2-1 ot ES 5: airautlqn Gigtetareeaise Re A aS pk eS 2 ee: ) eee ree 69.71 44.20 31.80 
3-18 st, Re eRe ner ep ee ee RS oe $1.50-1.55 Utility (No. 4) "a od et “a RWRL....$22.97 
ea MM ic: Coarace's a nelntatereraceraimmnceienbaeiaie $2.85-$3.00 Ss.ects, S2 or on Vinw" b/4RW 6/4RW 
HE cs Rigi € atin allel shoe alobalipieierelel grec k ii eit 1.80- 1.85 B&éBtr., RL....... $70 $74.38 $70.19 

AS ee een ren oe 1.35- 1.40 Rat: 743 70.09 68.30 

| rr: 53.35 54.80 53.98 

SHop, S2S— No.1 No. 2 No. 3 

MAPLE FLOORING  Ee_sO|_sCs ff oe eee $40.68 $32.25 $27.50 

a. Serene 39.47 30.27 24.09 

Northern maple flooring mills report the ne 50.07 36.38 25.83 
ing lif average prices realized f.o.b. floor- Larch-Douglas Fir 

ing mill basis, during the week ending Teimension, MS. 1, Be cock cccwcvevsccus $27.42 

Jan. 4: Pesaro, WG... 1, BRRMS <cccsecssccces 25.27 

Wx2% First Second hird | Flooring vert. gr. C&Btr., 4 RL........ 39.90 

OMEGE . Sve abeeece $75.08 $68.92 $52. 58 Boards, No. 8, 82 or 4S, 1x8............ 23.37 








NORTHERN HARDWOOD 


Following are prevailing quotations f.o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— FAS Sel. Com. Com. Com. 
| Ngee» $70.00 $60.00 $45.00 $33.00 $23.00 
| See 75.00 65.00 50.00 38.00 24.00 
SSE Ser: 80.00 70.00 55.00 40.00 24.00 
_, Se 85.00 75.00 58.00 43.00 25.00 
No.1 No.2 No.3 
Bass wood— FAS Sel. Com. Com. Com 
_ , aes $78.00 $68.00 $46.00 $32.00 $24.00 
We, eS caiacecwat 83.00 73.00 51.00 36.00 24.00 
a 86.00 76.00 54.00 37.00 26.00 
| ere 93.00 83.00 64.00 38.00 26.00 
ee 98.00 88.00 71.00 47.00 .... 
Cl ee 103.00 93.00 76.00 52.00 .... 
ER eee 69.00 59.00 38.00 28.00 .... 
No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com 
Ne see screwed $79.00 $64.00 $49.00 $36.00 $20.00 
er 84.00 69.00 54.00 39.00 21.00 
Eee 87.00 72.00 59.00 40.00 22.00 
er 94.00 79.00 64.00 40.00 22.00 
|. eee 94.00 79.00 64.00 41.00 22.00 
104.00 89.00 72.00 46.00 .... 
, are 104.00 9.00 74.00 46.00 __ 
, eer 124.00 109.00 86.00 49.00... 
2, ree 124.00 109.00 86.00 49.00 .. 
BPE oeccartacive 164.00 149.00 ? eae . de 
No. No. 2 No. 3 
Soft Elm— FAS Com. & ‘sel. Com. Com 
eae $54.00 $44.00 $33.00 $24.00 
aR 57.00 47.00 34.00 24.00 
Ser 57.00 47.00 35.00 25.00 
SS 60.00 50.00 36.00 25.00 
 .. eer 63.00 53.00 38.00 eats 
ee 68.00 58.00 43.00 sien 
No.1 No. 2 No. 3 
Rock Elm— FAS Com Com Com 
Be, Sewers $50.00 $32.00 $21.00 $20.00 
eae 57.00 39.00 23.00 22.00 
See 67.00 47.00 25.00 22.00 
eee 70.00 55.00 30.00 25.00 
., eae 80.00 65.00 42.00 28.00 
ee Se 90.00 75.00 47.00 30.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com 
oy anoaierd $96.00 $78.00 $54.00 $34.00 $22.00 
| Ses 101.00 83.00 62.00 42.00 22.00 
. ee 103.00 85.00 68.00 48.00 23.00 
ee 105.00 93.00 78.00 53.00 23.00 
re 107.00 97.00 80.00 54.00 .... 
ee 09.00 99.00 85.00 59.00... 
Sr 160.00 150.00 125.00 7S pox 
a eee 78.00 64.00 47.00 30.00 ph 
BPE ieee sees 82.00 68.00 ‘ear s3.00 Sty. 
No. No. 2 No. 3 
Soft Maple— FAS Com. & ‘gel. Com. Com 
i, Ee. $65.00 ey 00 $30. +4 $21.50 
BOE. ocasavead 70.00 0.00 34.5 21.50 
i ee 78.0 BB. 00 39. 20 22.50 
OPee Sicwriees 85.00 60.00 40.50 22.50 





DOUGLAS FIR 


Seattle, Wash., Jan. 4.—Current quotations 
f.o.b. mill on Douglas fir items in mixed cars 
ae rail shipments direct to the trade appear 

elow: 
Vertical — Flooring 


&btr. Cc D 
eer ris 00 $40.00 $33.00 
Flat Grain Flooring 
err Sry. $37.00 $35.00 $31.00 
ee eee 42.00 40.00 32.00 
Drop Siding 
1x6 Pat. No. 106....$42.00 $41.00 $32.00 
1x6 Pat. No. 116.... 42.00 41.00 32.00 
Ceiling 
ere $35.00 $32.00 $23.00 
re 37.00 35.00 26.00 
Boards and Shiplap 

1x6 1x8 1x10 1x12 
No. 1 . .$29.00 $29.00 $27.00 $30.00 
No. 2 . 25.00 25.00 24.00 24.00 
No. 3 . 19.00 19.00 19.00 19.00 

“a 1 — a 
18 

ae $28. 30 $26. 59 $27. 50 $27. 50 $27, 0 
OO) Fa 26.50 7.00 27.00 27.00 
| 26.50 36. 50 3650 26.50 26.50 
Se 27.50 27.50 28.00 28.00 28.00 
aa 28.50 28.50 29.50 29.50 29.50 


4x4 to 4x12-inch planks ” feet and 
Ne, ara «+ + -$25.00 
12x12 20 tt. and shorter EEN A 22.50 


12x12 22 to 80 feet......... ee eeeeeeees . 24.50 
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Soitwood demand was  seasonably 
slower in the two weeks ended Dec. 28, 
but exceeded last year’s by 6 percent. 
Shipping continued active and made in- 
roads into files of unfilled orders, but Dec. 
28 these amounted to about one-third of 
gross stocks, which were about ten per- 
cent lower than on the corresponding 
date of the previous year. In view of an- 
nouncements of large new Defense con- 
struction, of industrial buildings and 
dwellings, the market remains strong on 
items of common needed by the Govern- 
ment, and occasional concessions on sur- 
pluses of others seem to have little af- 
fected its general level. Sales of retailers 
the country over in November exceeded 
those of November, 1939, by 10 percent, 
expressed in dollars. These distributers 
mostly have low stocks and encounter dif- 





WEST COAST LOGS 


Seattle, Wash., Jan. -—Average 
of logs are as follows: 

Fir No. 1, $22-26; No. 2, $17-19; No. 3, 
$13-14; Peelers, No. 1, $37; No. 2, $28-29. 

Cedar Shingle logs, $15-17; lumber logs, 
$30-32. 

Hemlock: No. 2&3, $13.00. 


SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week 
ended Jan. 6: 


prices 








Qrtd. Red Gum Mixed Oak 
No. 1 & Sel.— Sound Wormy— 
BED scene 41.00 _ aa 34.75 
O76 cvcnss 43.00 Plain Poplar 
Plain Red Gum No. 1 Com.— 
No. 1 & Sel.— ; i 37.25 
OF8. nene'g 35.00 No. 2-A Com.— 
Qrtd. Sap Gum 4 Beers 27.25 
FAS— h 
es 52.50 +) 
“oa 51.00 ere 49.50 
Sr 56.25 No, 1 & Sel.— 
wea. 2 & Gel  _. § SFE vcsacs 27.50 
ceceee 34.50 @ 37.50 Soft Maple 
5 arouse 40. 00 vy Run— 
2 ee 38.00 We dencasta 34.00 
Plain Sap Gum Hickory 
sS— No. 2 Com.— 
Ee weewen 47.00@47.75 i Berne 18.00 
a a sewed 46.00 @50.00 Elm 
Gre soaeus 50.00 @51.50 ras— 
No. 1 & Sel.— . a 32.00 
te Speen 30.50 @ 33.00 No, 1 & Sel.— 
II ai ei $3.00 8 B/E ..cccc 22.00 
No. 2C No. 2 Com.— 
ee "20. 00@21.00 | 4/4 ...... 19.00 
8/4 ....23.00@25.50 | Log Run— 

: Saate Gus | S/S cccsee 26.00 
wort: vel <= = Cottonwood 
eee 31.00 a ineugule r= 

oO oe “*e eee — . 
Wid cc on 37.00 rv g Run— en 
Plain Black Gum |  § (‘png ai 

FAS— FA Basswood 
en ie te 42.00 | 4/4 ...... 49.00 
No. 1 & Sel.— f oe ‘ 
4 we eeee 30.00 we nye se 29.00 
Plain Tupelo Magnolia 
_ No. 1 & Sel.— 
a Te 38.00 eS 42.00 
No. 1 & Sel.— No. 2 Com.— 
Sretaeac 39.00 5 O/€ wccccs 26.00 
Locust 
arta White Oak a 
-; —oee 103.00 0. ae 23.00 
SS eo 112.25 Cypress 
No. 1 & Sel.— _— a A 
ae te 47.00 4 Se nc cee< Sb SOG ae 
5/ 9.5 
Plain White Oak 3/4 Reene He 
FAS— y? eine 58.50@74.00 
ee acces 60.00 @68.00 Shop— —— ‘ 
Ss eae 92.25 / @ 32 
No. i & Sel.— zs oe-cewes 31.00 "7s 
tecees 34.00 | 674 23001! 53.00 
‘sau Red Oak )_ 50.00 
FAS— i 
| er 45.00@47.75 | 4/4 ...... 13.00 
a - 64.00 wizea Hardwoods 
No. 1 & Sel 7 ll 
Wine 34.00 | 4/4 ...... 8.50@12.50 
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Current Market Review 


ficulty in keeping them assorted, but are 
not inclined to buy beyond current needs, 
though the conviction is gaining ground 
among them that the effect of rising 
building costs may be more than offset 
by increased consumer incomes. The 
Atlantic coast continues to suffer from 
lack of ship space for lumber from the 
West Coast; there is not much spruce 
coming from the Provinces; and New 
England spruce mills are far oversold, 
though larger quantities of “hurricane” 
pine are being supplied from that section. 
California is buying heavily for Defense 
construction, but with resumption of the 
schooner movement there has been an 
easing up in prices of some items, though 
the market in general is steady and 
strong. Defense construction in the Pa- 
cific Northwest itself is making heavy 
demands on local mills, which, following 
settlement of recent strikes, are actively 
operating. Middle West business is now 
receiving more stimulus from Defense 
purchasing. Government buying domi- 
nates the southern market, the mills being 
heavily loaded with rush orders; but on 
surplus items not wanted by the Govern- 
ment there have been recent price con- 
cessions. Now that Defense orders have 
been better co-ordinated with mill stocks 
and production, the softwood common 
items that showed the steepest advances 
are getting a little nearer their normal 
relationship to others in the price lists. 
While hardwood bookings in the two 
weeks ended Dec. 28 were 72 percent 
larger than those for the corresponding 
period last year, they were exceeded by 
shipments. Bookings were not much 
ahead of the current production, though 
mill operations were curtailed as a result 
of recent rains. Total mill stocks are 
low, and dry material is scarce and will 
probably continue so for some time. Fur- 
niture plants have been taking large 
amounts of sap gum, and oak is moving 
in good volume to flooring factories, 
which have heavy order files and very 
low stocks of finished flooring. Ship- 
ments on cantonment contracts have ab- 
sorbed much lower grade material, and 
it is expected that big-volume Govern- 
ment buying will soon be resumed. 
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FROM LUMBER CENTERS 


(Continued from Page 69’ 
are none too plentiful, 
oversold. Stocks of all shingles are not 
high. Demand is fair to good. 

EXPORT—Inquiries from Argentina in- 
dicate that licenses for importing Ameri- 
can lumber may soon be granted; buyers 
there seek to force the market down. 
British Columbia mills are quoting in 
American dollars to South America. Berth 
ships to South Africa have no space avail- 
able before April. A few small orders 
come from Hongkong. 


some mills being 


LOGS — Supplies of merchantable logs 
continue low, and mills may be forced to 
saw hemlock before the winter is over. 
Medium and lower grades of fir are 
strong, as are peelers. Pee wee logs bring 
$15; these are No. 3, not over 24 inches 
at butt. Some clear lumber and dimen- 
sion is obtained from them, and when 
they are put through the gang mills, much 
lumber desirable for present needs is 
made. No. 1 peelers have advanced from 
$35 to $37 since a fortnight ago, and or- 
dinary No. 3 fir brings $13 to $14 instead 
of $12 to $14. Other prices are unchanged. 


Cincinnati, Ohio 


HARDWOODS—Expected early restora- 
tion of hardwoods to the Quartermaster’s 
buying list is certain to benefit the 
market for low grades. Hardwood prices 
here have continued firm. Furniture fac- 
tories are strongly in the market for gum, 
white oak and maple. Good orders for 
fancy walnut were also being placed by 
them. Flooring factories continued be- 
hind in their orders. 


SOFTWOODS — Southern pine _ prices 
continued strong, with dry stocks scarce. 
Retail dealers were filling out stocks 
wherever possible, as their inventories are 
reportedly 20 percent below the _ 1939 
level. Industrial users also were in the 
market for both pine and cypress. Soft- 
wood inventories were said to be the 
lowest in many years. 


Shreveport, La. 


SOUTHERN PINE—Orders are season- 
ally a little bit slower. Some surplus 
items have moved at concessions, but the 
general level of the market is unchanged. 
Mills are running fairly steadily, and 
most of them are operating overtime. 
Shipments keep pace with production, and 
mill stocKs are low. 


SOUTHERN HARDWOODS The mills 
have a backlog of orders for all the ship- 
ping-dry stock they can load in the near 
future. Though demand is slow, it ex- 
ceeds supply, production being under the 
handicap of heavy rains. Many large 
mills are out of logs and shut down. Mill 
stocks are very low, and the amount in 
shipping condition is small. Furniture 
makers will be in the market following 
their shows, and expect they will have 
to buy on a steadily rising hardwood 
market. Stocks of staple furniture mate- 
rial are lower than they have ever been. 
Low grade oak is in very short supply; 
higher grade stock is more plentiful, and 
some of this is being exported. 








APPALACHIAN HARDWOODS 


Cleveland, Ohio, Jan. 


Cleveland: 

Ash: 4/4 5/4 6/4 
eer $80.00 $85.00 $90.00 
Com. & Sel.. 55.00 60.00 65.00 

Plain White Oak: 

See 8.00 123.00 128.00 
No. 1 C.&S.. "60. 00 65.00 70.00 

Plain Red Oak: 

2 RRP 84.00 92.50 98.00 
No. 1 C.&S... 54.00 60.00 65.00 

Poplar: 
| eer er 92.00 98.00 94.50 
No. 1 C.&S 57. 00 59.50 62.00 
SPE 72.00 74.50 74.50 
No. 2-A Com. 44.00 48.00 48.00 

Basswood: 

CO) eer 82.00 87.00 87.00 
No. 1 C.&S... 57.00 60.00 65.00 
No. 2-A Com. 41.00 43.00 43.00 





6.—Following are current prices on Appalachian hardwoods, f.o.b. 
4 10/4 12/4 16/4 
$85.00 $120.000 $130.00 $145.00 
70.00 90.00 100.00 120.00 
145.00 165.00 180.00 195.00 
75.00 100.00 110.00 120.00 
18.00 163.000 163.00 190.00 
' 70.00 90.00 100.00 120.00 
127.00 142.00 157.00 
"39.60 82.00 97.00 115.00 
84.50 | Chestnut: 4/4 6/4 6/4 8/4 
55.00 ee ee: ae 
No.1 WHND 45.00 49.00 50.00 57.00 
No. 1C&Btr 
98.00 Sd. Wmy. 43.00 45.00 45.00 50.00 
75.00 No. 2C&sd 
45.00 Wmy. ... 36.00 37.00 37.00 42.00 
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OBITUARY RECORD 











FREDERICK GRIFFITH DAVIES, 74, 
vice-president and general manager of 
the A. C. Tuxbury Lumber Co., Charles- 
ton, S. C. died December 28. The Tux- 
bury company which Mr. Davies estab- 
lished in 1905 cut approximately 715,000,- 
000 feet of timber in that region before 
it ceased operation in 1939. Mr. Davies 
had previously been associated with W. 
H. Sawyer and A. C. Tuxbury in a lumber 
business at North Tonawanda, N. Y. He 
served as president of the North Caro- 
lina Pine Association for two terms, and 
was a leader of the Republican party in 
South Carolina. He had been in poor 
health during the past fall and winter 
months. 


JOHN FOOT HAYDEN, 74, for more than 
40 years chief editorial writer of the Mis- 
sissippi Valley Lumberman died after a 
short illness December 25 at his home in 
Minneapolis, Minn. He was secretary of 
the Northwestern Hardwood Lumbermen’s 
Association and held that same position 
with the Mississippi Valley Lumber & 
Sash & Door Salesmen’s Association. He 
was a charter member of the National 
Hoo Hoo organization. Surviving are his 
widow, a brother and a sister. 


JOHN S. MAGLADRY, 76, principal 
owner and head of the Bohemia Lumber 
Co., Culp Creek, Ore., and formerly asso- 
ciated with the famous Yesler mill, 
Seattle, Wash. and the Booth-Kelly Lum- 
ber Co., Lane County, Ore. died Decem- 
ber 21 at a hospital in Eugene, Ore. Mr. 
Magladry had been engaged in the lum- 
ber business on the Pacific coast for 
nearly 60 years, being head sawyer in a 
number of mills. He was a director of 
the West Coast Lumbermen’s Association 
and a trustee and past president of the 
Willamette Valley Lumbermen’s Associa- 
tion. He served as state senator from 
Lane County, was a charter member and 
past president of the Eugene Kiwanis 
club and a member of several fraternal 
orders. Survivors include a daughter, a 
sister and a nephew. 





CHARLES J. ASHTON, 56, wholesale 
lumber dealer in Detroit, Mich. and pro- 
prietor of the C. J. Ashton Lumber Co. 
was killed December 23 when his auto- 
mobile collided head-on with another car. 
Mr. Ashton was a lumber salesman in 
Traverse City, Mich., Hillsdale, Mich. and 
Detroit before he founded his own com- 
pany. He was a member of the Michigan 
Association of Traveling Lumber, Sash 
and Door Salesmen for 31 years, having 
served as president in 1920. He was af- 
filiated with several fraternal organiza- 
tions. 


CARLETON E. CURRAN, 50, chief of 
the pulp and paper division of the United 
States Forest Products laboratory at 
Madison, Wis. died at a Rochester, Minn. 
hospital December 23. Dr. Curran was 
widely known throughout the pulp and 
paper industry as a brilliant scientist 
and author. He was also a student of 
the economics of forestry and forest prod- 
ucts. He held membership in a number 
of honorary scientific societies. Surviv- 
ing are his widow and son. 





HENRY REITSCH, 40, treasurer of 
Reitsch Brothers Co., retail lumber deal- 
ers at Rockford, Ill. was fatally wounded 
December 23 by an automatic pistol which 
he believed to be unloaded. Mr. Reitsch 
had been confined to his bed for four 
weeks with an infection in the veins of 
his leg and was killed while toying with 
the gun which had recently been pur- 
chased for the protection of his wife who 
planned to carry it in the glove compart- 
ment of her car. During his student days 
at the University of Illinois, the deceased 
lumberman had been an outstanding ath- 
lete. He was well known in Rockford 
business and social circles. Surviving are 
the widow, a son, three stepchildren and 
his mother. 


JOHN D. CRESS, 76, writer and photog- 
rapher, died at Seattle, Wash., December 
Mr. Cress was the son of a Union 
army surgeon, and was born at Gettys- 
burg when it was in the hands of the 
Confederates. He traveled extensively 


over the United States taking pictures and 
was at one time in the employ of the 
AMERICAN LUMBERMAN as staff photog- 
rapher. He leaves one son and two daugh- 
ters. 


GEORGE A. REUTER, 79, hardwood 
lumber manufacturer, Fort Recovery, 
Ohio and president of a Fort Recovery 
bank, died December 6. It is estimated 
that Mr. Reuter’s band sawmill worked 
75 percent of the timber in that area. 
The lumberman had a great host of 
friends and was often referred to as one 
of Fort Recovery’s leading citizens. The 
widow, two daughters and three grand- 
children survive. 


REINHOLD ANDERSON, 73, president 
of the Southern Millwork Co., Louisville, 
Ky. died December 30 after an illness of 
several months. Mr. Anderson came to 
Louisville in 1910 to join his brothers and 
become an officer in the Southern Planing 
Mill Co. In 1935 he organized the com- 
pany of which he was president when he 
died. He was active in civic and religious 
work. Surviving are his widow, three 
daughters and two grandchildren. 


ROBERT JACKSON DUNNING, 83, re- 
tired Virginia, North and South Carolina 
lumber and timber operator died Decem- 
ber 20 in Norfolk, Va. At one time he 
was president of the Bryant Timber Corp. 
and later vice president and general man- 
ager of the Serpell Land & Timber Corp. 
of Norfolk, Va. Among the survivors are 
four sons and three daughters. 





PERCY W. HORTON, co-owner of the 
Horton Lumber Co., Altmar, N. Y. was 
fatally burned in a fire which swept 
through the plant of that company De- 
cember 26. Mr. Horton lost his life when 
he rushed into the burning structure with 
two fire extinguishers. He apparently 
lost his direction and was trapped when 
he tripped over a crate. 





H. J. BAILEY, sales manager for the 
Saginaw Timber Co., Aberdeen, Wash. 
died December 16 at his home. Mr. Bailey 
was a director of the Red Cedar Shingle 
Bureau and formerly president of that 
organization. Most of his life was spent 
in the lumber business in Washington 
state. He is survived by his widow and 
two daughters. 


PAUL S. HARLAN, 57, prominent South- 
ern lumberman died at his home in Jack- 
son, Tenn. December 10. Mr. Harlan was 
connected for years with the Harlan- 
Morris Manufacturing Co. and a number 
of other lumber concerns there. He is 
survived by his widow, a son and a 
daughter. 


BENJAMIN FRANK LEGGE, 64, asso- 
ciated with the Memphis, Tenn. branch of 
Turner, Day & Woolworth Handle Co., 
and for many years active in the hard- 
wood industry in the Memphis territory 
died December 19 following a stroke. Sur- 
vivine are his widow, two sons and two 
daughters. 


FRED A. JOHNSON. JR., 28, affiliated 
with the Johnson Hardwood Door Co., 
Oak Park, IIll., died December 16. Mr. 
Johnson was a prominent athlete at Oak 
Park High School and at the University 
of Indiana. He is survived by his par- 
ents, Mr. & Mrs. Fred A. Johnson, Sr., his 
widow, and a son. 


ARTHUR C. ADAMS, 66. chief engineer 
for the Wheeler-Osgood Sales Corp., 
manufacturers of doors and plywood at 
Tacoma, Wash., died at his home in 
Puyallun, Wash., December 22. Survivors 
include his widow, two sons, three daugh- 
ters, two stepsons, three stepdaughters 
and 16 grandchildren. 








ELBERT W. SNEAD, 47, head of the 
W. J. Snead Lumber Co., Greenwood, S.C. 
died December 24 at his home there. Mr. 
Snead was a former president of the Caro- 
lina Lumber and Building Supplv Asso- 
ciation. His widow and a daughter sur- 
vive. 


HARRY THORNTON DAYTON, presi- 
dent of the J. H. Monteath Co., lumber 
manufacturers, wholesalers and importers 
at New York City, died January 6 after 


a long illness. He had served the com- 
pany since its incorporation in 1911. Sur- 
viving are the widow, two sons and a 
daughter. 


HARRY L. CASTNER, 76, recently re- 
tired manager of the Isaac H. Hoffman 
Co., retail lumber dealers at Califon, N. J. 
died December 28 at his home following 
an illness of five weeks. Two sisters and 
three brothers survive. 


JOSEPH A. LEIENDECKER, 67, owner 
and operator of the Leiendecker Lumber 
and Industrial Co., Shreveport, La. died at 
his home December 18. Surviving are 
his widow, two daughters, one son and 
three grandchildren. 


ROY G. GLOVER, 42, field representa- 
tive for the California Redwood Associa- 
tion, Los Angeles, Cal., died from a heart 
attack December 10. Surviving are his 
widow and a son. 


CHARLES FARMER, for many years 
manager of the Southern Illinois Lumber 
Co., yard at Ashley, Ill, died there De- 
cember 31. His widow, two daughters and 
two grandchildren survive. 


Cypress Weight Standards 
Are Revised 


JACKSONVILLE, FLA., Jan. 6.—The revised 
figures on average weights of cypress 
(worked to standard sizes unless otherwise 
indicated) adopted by the Southern Cypress 
Manufacturers Association, at its recent 
meeting here, in accordance with recom- 
mendations of its grading rules committee, 
of which J. F. Wigginton is chairman, are 
presented herewith: 





Pounds per 


Thousand 
Green 
Rough Dressed 
Lumber 4” & Pre a aerate 5000 4600 
Lumber 2%” & 4400 
Lumber re an ‘ 4200 
Lumber 1” & Pn 4000 





-—Air Dry—— 
Rough 82S S4S 


4x6” @ narrower. ...... 3500 3200 2900 
4x7” eS NE is soe ac cwtee 3500 3200 3000 
2%” & 3”x6” & narrower. bos 2800 2500 
Se” ae WET oss coesc 3300 2800 2600 


1%” & 2”x6” & narrower.3000 2400 2100 
14%” & 2”x7” & wider....3000 2400 2200 
1” & 14%”x6” & narrower.2800 2200 1900 


i ge gle a eee 2800 2200 2000 
-“* 1%”, ” 1%”, Rough, 
I 65-4 acecte ata memvencs 

i”, iy”, * 1%”, Rough, 

Resawed Twice ....... 00 
er”, 1 .. $ % “n S2 & 

et te ere Peeor mm 2200 
1”,1%”", & 1%”, Resawed 


ee eye 1800 
2” Rough Resawed Twice. 2600 ... 


$28 va” a Sid- ‘ 
Panel Stock, in 1 


Finished Sizes— en. A Sid- 


eer 900 ing, *x+.”.. 1100 

tr” piedaicnawe nie 1250 Bungalow Sid- 

tr” ee ee i mm... Wx”... 1300 
For s4s, “deduct ingles, All 

100 Ibs. Grades, 16”. 300 


s4s Shingles, All 
1”, 1%" Pileer- Grades. 18”. 400 


ing 3 to 6”. 1800 Lath, %”—4’.. 500 


1” Lumber Lath, 32”...... 335 
a Lath, %”—4’.. 900 
rere... 18° Geetiies, DAM. 
D&M 7” & Shiplap, S4S— 
WIE ncc0as 1900 34” x6 & ete 
Partition. .... 1750 », Batrower.. 75 
Drop Siding— % $A & othe 
Pattern 116. 1800 25h eG” & a 
shipion i = one a nerrower.- 1890 
g3°x7” 
Shigien 7" a’ wider .... 1900 
WIGET 2.5... 1900 Byrkit’s Sheath- _ 
Casing & Base 1800 ing Lath.... 1500 


(All pickets, bat- 
tens, and squares 
remain as is) 


Ceiling, Fin- 
ished Sizes— 
ee” wa wn oie 850 
fee aisecpoenen 1200 Car Siding & 
7 sccwekes 1500 Roofing .... 1800 


The average weights shown above are 
based upon test weights made upon large 
quantities of each item of Tidewater Red 
Cypress lumber manufactured by the sub- 
scribers to the Southern Cypress Manufac- 
turers’ Association. 
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SSIFIED 


How to Figure Costs for Advertising 
In Classified Department 


One fssue ...........0.0eeee0ee---38 cents a line 
Two consecutive issues...........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 


No display except the heading is 
permitted. 


Extra white space figured at 
rate. 


One inch space advertisement is 
equal to twelve lines. 


Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Heading 


line 





Too Late To Classify 





CARPENTER APRONS 


Write for samples and prices. 
MINNESOTA SPECIALTY CO., 
Minneapolis, Minn. 


THE Ine. 





Wanted -- Salesmen 


WANTED: SALES REPRESENTATIVES 


Leading manufacturer of paint products selling 
through building material wholesalers desires con- 
tact qualified men cover Ohio, West Virginia, 
Maryland, Michigan, Pennsylvania, New Jersey, 
Connecticut, Massachusetts, New York, Vermont, 
New Hampshire, Maine, Delaware, Virginia, North 
Carolina, South Carolina, Georgia and Florida. 
These men will call on wholesale paint companies, 
wholesale hardware companies and wholesale 
building material concerns in specified territories. 
Prefer men with paint experience. Want quality 
men with clean record. Excellent opportunity on 
fast growing line. Commission basis. State clearly 
sales experience to wholesale paint companies, 
wholesale hardware companies or building mate- 
rial wholesalers. Specify territory interested in. 
Excellent earnings possible. 
Address ‘‘K. 38," care American Lumberman. 








COAL AND COKE 


We are shippers of quality anthracite, coke, and 
bituminous coal. It is our desire to appoint a man 
who resides somewhere in the vicinity of Cobles- 
kill, N. Y., to sell for us on a commission basis (no 
drawing account) wthin a radius of about fifty 
miles from that city. Also a man for the territory 
embodying lower Vermont, lower New Hampshire, 
and western Massachusetts—same basis as above. 
Lumber salesmen who definitely are not full time 
employees could handle this job along with their 
other selling. Man 30 to 45 preferred. Give full 
particulars regarding yourself. 
Address ‘“K. 30,” care American Lumberman. 


RETAIL YARD SALESMAN—25-35 
Ability to list lumber and building materials for 
new construction and repair work and knowledge 
of package selling and financing. State references, 
wages desired, and answer in own handwriting. 
Wahlfeld Manufacturing Co., Peoria, Illinois. 


BUILDING SPECIALTY REPRESENTATIVE 


Experienced, by established nationally advertised 


SALESMAN 








wood preservative and specialty paint manufac- 
turer who for past fifteen years has been leader 
in its field. 

Address ‘“‘K. 42,” care American Lumberman. 
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| CLASSIFIED ADVERTISING 








WANTED 





WANTED 











Salesmen 


SALESMAN WANTED BY PINE 
MANUFACTURER 
Familiar with retail yards and industries in Chi- 
cago and surrounding territory. 
Address ‘“‘K. 58,’’ care American Lumberman. 








WANTED: SALESMAN 


Opportunity for a good salesman to connect with 
a good wholesale company, covering the territory 
of Penna., N. J., Del. and Md. Please give par- 
ticulars about yourself. 


Address ‘*K. 57,” care American Lumberman. 





EXPERIENCED PINE & HARDWOOD SALESMAN 


To travel Middle Western territory for Southern 

manufacturer with complete Planing Mill and Dry 

Kilns. Splendid opportunity. State age, references. 
Address “K. 27,” care American Lumberman. 





Employees 


MANAGER FOR RETAIL YARD 


Large Indiana city. Prefer young man who has 
had several years experience as Manager or assis- 
tant manager of medium size yard. 

Address “K. 37,’’ care American Lumberman. 





YNG. MAN WITH ARCHITECTURAL TRAINING 


Who is capable of designing and drawing plans 
for houses in the $4000 to $8000 bracket. Prefer 
someone who has knowledge of and practical expe- 
rience in the retail lumber business. 

Address “K. 46,’ care American Lumberman. 





COMBINATION SAW FILER AND MILLWRIGHT 

Responsible, sober. By small Pine Sawmill in 

Louisiana. 
Address ‘“K. 40,’ Lumberman. 


care American 








FACTORY SUPERINTENDENT 
Capable of supervising both special and_ stock 
millwork. Must be familiar with low cost factory 
production and know how to obtain it. Permanent 


position. State qualifications, salary desired, and 
references. : s 
Address ‘“‘K. 39,” care American Lumberman. 





Employment 


STOCK AND SPECIAL MILLWORK 


Experience 20 years, want position as Sales Man- 

ager or Manage Branch House; age 37. Available 

in 30 days. Best of references. 
Address “K, 52,” care American 


POSITION WANTED AS YARD MANAGER 
Eleven years experience in retail lumber business, 


four years as manager. Age 41, married. 
Address “‘K. 51,” care American Lumberman. 





Lumberman. 








FORESTRY GRADUATE—MASTER’S DEGREE 
Accounting knowledge. Desires opportunity with 
good concern. Am 30, married, and employed. 

Address “‘K. 50,’’ care American Lumberman. 





Al FACTORY SUPT. AVAILABLE 


Wide experience in special and stock mill work. 

Expert on low cost factory production. Capable 

detailer, biller and Al mechanic. References. 
Address “G. 87,” care American Lumberman. 





LADY STENO.-SEC’Y.—LUMBER EXP. 
Capable taking charge small office. 
Address “‘K. 56,’’ care American Lumberman. 


BOOKKEEPER—SALESMAN 


Young man knows accounting, can estimate small 
new and repair jobs; congenial; resourceful; good 
education. Go anywhere. 

Address ‘J. 66," care American Lumberman. 


LUMBER BUYER 


With 15 yrs. experience purchasing Canadian lum- 
ber, Pine, Spruce, Hemlock, Fir, Cedar, Hard- 
woods, Vancouver to Halifax, seeks permanent po- 
sition as Canadian Buyer with AMERICAN firm, 
purchasing this class of lumber in Canada. Write 
P. O. Box 84, Station B, Montreal, Canada. 











WANTED: POSITION AS BOOKKEEPER 


Twenty years general office, taxes and adjusting. 
Pleasant personality, 43, excellent health, unques- 
tionable character. Good on detail. Give orders, 


take 'em. Your interests my interests. 
care American Lumberman. 


Address “H. 51,” 


Employment 


EXPERIENCED EXECUTIVE 


Acquainted with building materials, builders’ hard- 
ware and paint. 44 years of age with 25 years ex- 





perience. Will be available Feb. 1st. What have 
you to offer? 
Address “K. 31,’’ care American Lumberman. 





WIDE EXP. IN SPECIAL MILLWORK 


Cabinets, and fixtures. Ten years at machines, 
bench, layout man and foreman. Fifteen years de- 
tailing, piece billing and supervising fabrication, 

Address “J. 92,’”’ care American Lumberman. 





LADY STENO.—5 YRS. LUMBER EXP. 


ee 30, good education. 


Address 60,” care American Lumberman. 





Lumber and Dimension 


WANTED—CARLOAD LOTS 


Of good Industrial grade Oak Ties, dry or partly 
dry, sawed and hewn, sizes 1, 2, and 3—8’ also 
some 4 and 5—8’ and 8’6”, also 7x9 sawed Oak 
Switch ties, dry or partly dry, sawed only, 8%’ to 
16’ lengths, 6” break. Want ties located mainly in 
SE. Mo., North Ark. and in Central and Western 
Tenn. and Kentucky. Inspection and payment as 
loaded on cars. State what you have to offer, if 
sawed or hewn, where ties can be seen, and price. 
Will ship in straight or in mixed carloads Cross 
ties and Switch ties. 
Address “J. 72,” 





care American Lumberman. 





NO. 2 STANDARD 4 LATH 

We are in the market for several 
Spruce, or Yellow Pine. 

G. W. Myers Co., 


cars Pine, 


Canton, Ohio. 





DILLOW LUMBER SALES CO. 


Columbus, Ohio. 
Let us sell your lumber on commission basis. 


COMMISSION LUMBER SALESMAN 
Wishes to represent one or two more good yellow 
pine mills specializing in dimension and short 2 x 4. 
Territory central Indiana. 

Address “KK. 53,’ care American Lumberman. 








ATTENTION! LUMBER MILLS 


See our display advertisement on page 71. 
more Lumber Co., Buying Office, 
Baltimore, Md. 


Retail Lumber Yards 


WANTED—LUMBER YARD IN CHICAGO 


To buy or to rent or partnership. 
Address “K. 59,’? care American Lumberman. 


Steel Rails 


RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 lb., 25 Ib., 30 lb. and 40 Ib. . Secure 
our price before selling. MIDWEST STEEL CORP. 
Charleston, W. Va. 


Balti- 
P. O. Box 387, 

















4 MILES TRACKAGE 


Could use any weight from 20 to 40 lb. if good con- 
dition. Also log car Trucks. 
Address “J. 78,” care American Lumberman. 


Used Machinery 


DeWALT SAW UNIT WITH EXTRAS 


Used late model GE, perfect condition, 5 h.p.» 
220—3 phase 16” blade, med. or long arm type. 
10 day free trial. Will pay cash. 

Address “K. 45,” care American Lumberman. 


MALLEABLE CONVEYOR CHAIN 


150 ft. H-122 or H-112, in good condition. F 
Bissell Lumber Industries, Hawkins, Wisconsin. 


1—TWO SAW TRIMMER 


And one medium size H 
Moore-Reid Lumber Co., 

















og. 
Box 1286, Jackson, Miss. 








A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 








